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All-American 
Bloc 





The members of Congress are at home, and their sounding boards are 
placed all over the country to catch and record the attitudes and tempers 
of their respective constituencies. Important decisions will have to be made 
in the autumn months when Congress reconvenes, and these in large meas- 
ure will shape the selection of candidates in the all-important elections of 
1944. It is necessary, and Congressmen do not underestimate how neces- 
sary it is that the wishes of the people who will cast the votes be thoroughly 
understood. 


What will the sounding boards record, and what will be the effect on 
national policy in the next four years? If we can judge from the evidence 
of the past few years and the evidence of current happenings the sounding 
boards will record a heterogeneous cacaphony in which the voice of labor, 
the voice of agriculture, the voice of real estate tax payers, the voice of 
social reformers, the voice of small business and a hundred other “‘voices”’ 
will vie for the fortissimo that office seekers will hear and heed. 


It is time for another voice to enter the lists. There is a strong and lusty 
labor bloc that not only can but does make itself heard. There is a strong 
agricultural bloc that does not clamor in vain for recognition. There is a 
social reform bloc that flits from pillar to post, espousing particular causes 
in several blocs providing only that those causes have nothing to do with 
American traditions and sober reasoning of which the reformers know noth- 
ing and care nothing. That it is heard and listened to threatens to be one 
of the world tragedies of the twentieth century. 


It is time for another bloc—this time the American bloc that will concern 
itself only with the welfare of the Nation, with the application of American 
traditions to the modern world, and will rise with a single-note crescendo 
that will drown the whole discord of organized minority privilege seekers, 
and unhorse the destructive social reformers. If thinking Americans, and 
they are the majority, can raise their voices in a single shout, no privileged 
minority or combination of privileged minorities will be heard. 

An American bloc composed of people who think American and act 
American can, if it forms itself without delay, determine American policy 
and legislation, save the organized minorities from the chaos they are sow- 
ing for themselves, drive their champions away from the scene, provide a 
rallying point for our soldiers when they come home, and preserve the 
Nation for the institutions of freedom and enterprise. The sounding boards 
are out. Let them record the voice of the American bloc, then let that 
voice continue to ring in the houses of Congress this fall and winter. 










MORE THAN 2 MILLION HOMES 


weep KE-KOOHING EACH YEAR! 


...that means business for you—because 
many are right in your community! 


More than two million is a lot of houses. Of 
course they are scattered all over the United 
States... but right in your own working area 
there are homes right now that need re-roofing. 
It’s a basic, profitable market in its own right! 


Texaco Thick Butt, Hexagon, Dutch Lap and 
Sta-Fast offer you four popular types of shingles 
and a wide price range. In addition —Texaco’s 
unequalled network of nearby warehouses per- 
mits you to operate with a minimum inventory 
...on a lower investment... maintaining fresh 
stocks ...enjoying faster turnover. 


And—when you sell Texaco 
you sell a name that millions 





TE WACO 


know and trust. When you sell Texaco you 
offer a roofing product for every essential 
roofing need. And when you sell Texaco you 
sell asphalt roofing—the most popular type of 
roofing in America. Actually more than twice 
as much asphalt roofing is sold each year as 
all other types combined. 


* * * 
Texaco Asphalt Shingles and Roofing are avail- 


able to building material dealers through a large 
network of Texaco warehouses—east of the 
Rockies. Drop in, write or ’phone the one nearest 
you, or write The Texas Company, Roofing Sales 
Division, 135 East 42nd Street, New York 17, N. Y. 





TEXACO 








SHINGLES and ROOFING 
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Farm lumber program, accord- 
ing to report, will be given in- 
formal increase in priority rating. 
Statement is that AA-2 rating for 
this lumber will take precedence 
over all AA-1 rated orders save 
those going directly to Army and 
Navy. Consider this a rumor until 
the regulation is issued. (See 
page 31.) 


Home Use program of the 
NHA, for converting homes and 
other buildings into housing units 
for war workers, reports that more 
than 28,000 of these units are now 
in preparation in crowded centers 
and will shortly be completed. 


Use of war prisoners, at this 
writing, still hangs fire. They’re 
needed in the woods. Employers 
naturally are not too sure they 
want to take the chance. Labor 


unions are said to be opposing the 
idea. 


_ Most hardwoods and most 
inch stock of all species have been 
put in Group 1 of the Material Sub- 
stitution and Supply list; indicat- 
ing further stringency in the lum- 
ber situation. Ponderosa plywood 
has also been shifted to Group 1. 


Don't expec? a recession in the 
making of munitions. Don’t ex- 
pect much raw material, destined 
to war-material manufacture, to be 
shunted to civilian goods. This 
country has to arm its allies; not 
only British and Russians, but also 
French, Chinese and East Indians. 


Legal methods of terminating 
war contracts get much attention 
from Congress. Argument is 
Whether this authority should be 
held by WPB or by Army and 
Navy. Business generally nomi- 
nates WPB. 


Office of War Mobilization 
seems to be taking over top policy- 
making functions of Washington 
agencies. Example: OWM, through 
a system of progress reports, en- 
deavors to balance munition manu- 
facture and to avoid surplus in 
individual lines. Formerly a duty 
of WPB. 


NRLDA is starting special 
work in the post-war planning field; 
notably in construction finance. 
Expect realistic and practical re- 
sults from Northrup’s organization. 


rh peated releases probably this 
all, 


Post-war changes in familiar 
industry patterns are likely to stem 
from factors in national finance. 
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Better understand that national 
debt. It’s pretty sure to be the 
post-war business traffic cop; and 
we'll go where it directs us. 


Senate passed the McNary co- 
operative forestry bills; both ap- 
proved by NLMA. One deals with 
fire protection on State and private 
lands. The other authorizes co- 
operative sustained-yield forest 
management units. 


Unexpected bill, introduced by 
Senator Wallgren just before Con- 
gress recessed, would make the 
Secretary of Agriculture virtual 
Czar of the forests and of forestry 
practice. Best keep a wary eye on 
the progress of S. 1330. (See page 
31) 


Sellers of red cedar fence 
posts, produced in Missouri, Lou- 
isiana and Oklahoma, have been 
directed to use the Arkansas maxi- 
mum prices. Amendment 1, MPR- 
324. 


Lend-lease aid has reached a 
a new high; an indication of the 
growing scope and speed of the 
war. This aid, rendered during 
June, reached the figure of $1,030,- 
000,000. 


Standard OPA uniform adjust- 
able pricing provision has been 
inserted in all 35 price regulations 
for lumber and lumber products. 
Agreements are of two kinds; to 
adjust price upward to ceiling in 
effect at time of delivery, to ceiling 
in effect at some time after de- 
livery. 

Adjustment to post-delivery ceil- 
ing requires special permission 
from OPA. Is given in cases if 
price advancements are known to 
be in the making and if this knowl- 
edge causes seller to hold off until 
the price decision has been made. 
(See Current Gov’t. Regulations 
dept. ) 


FPHA labor policy has been 
thus defined “There shall be no dis- 
crimination by 


reason of race, 


1943 


A page of vital information 
and comment digested for 
busy lumber and building 
material executives. 






creed, color, national origin or po- 
litical affiliation . . . for work in 
the development of war housing.” 
Applies to employes of subcontrac- 
tors as well as of contractors. 


Chairman Nelson has asked 
the War Production Drive to lend 
full assistance in stimulating pro- 
duction of pulpwood. Lumber Vic- 
tory Production Committees are 
asked to consider pulpwood produc- 
tion an integral part of the over-all 
campaign. 


Pulpwood is a vital raw mate- 
rial in making smokeless powder, 
rayon for parachutes, ammunition 
shipping containers, containers for 
blood plasma. Is considered of 
“primary and immediate impor- 
tance.” Its use and importance in 
making paper is of course widely 
known. 


Forest Industries Committee 
on Timber Valuation and Taxation 
will meet in Chicago, Aug. 9 and 
10. Committee has prepared a 
pamphlet, “Reform of Federal Tax- 
ation of the Forest Industries Is 
Necessary.” Contains a compact 
analysis of the subject. Committee 
address, 1319 Eighteenth St., N.W., 
Washington 6, D. C. 


WPB effort to enlist pe ac e- 
time construction machinery for 
war work has sent an additional 
$75,000,000 worth of tractors, 
cranes and the like to invading 
troops. 


Strikes, largely local, generally 
involving small groups, are ex- 
pected this fall. Deep unrest in 
labor ranks. The demand for either 
roll-backs or upward revision of 
Little Steel is being pushed hard. 


Tax plans are in the govern- 
ment works. Treasury is not so 
urgent for a spending tax. General 
sales tax seems to have lost ground 
but still has support in Congress. 
Forced savings are rather more 
likely. 
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THE AMERICAN LUMBERMAN often has said 
that imagination in design can produce a post 
war house which will satisfy the expectations 
of the American public. We have said that 
materials which were available before the war, 
and therefore will be available shortly after the 
war, can be used to produce a home for the new 
America without waiting for “the ever receding 
technical millennium” which makes people tend 
to put off building until every thing and every 
part has reached the ultimate of development. 

Obviously this ultimate of development never 
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A HOUSE THAT 
CAN BE BUILT 
AFTER THE WA 


will be reached. To enjoy a home a family must 
build that home. There is a great deal of joy in 
anticipation but a couple cannot raise a family 
with an anticipated roof over their heads. The 
demand is real. 

The ridiculous aspect of a country whose sol- 
diers have returned after becoming competent 
in radio, electronics, all phases of engineering, 
aviation and navigation, and then live in “colo- 
nialistic” houses supposedly patterned after those 
of the era when we were 13 colonies of Great 
Britain, will be apparent to those who give it 


August 7, 1943, AMERICAN LUMBERMAN 





preys ‘or 


PAE BGs 















Fe 


de 
ci 


eve 
pla 
the 
Mu 


nec 
tha 
stil 
tec! 
the 
ma 
be 


AN 


ust 
yin 
1ily 
The 


SOi- 














Featured in the current edition of 
SMALL HOMES GUIDE, this house was 
designed by L. Morgan Yost, Asso- 
ciate Editor of American Lumberman. 


even a second thought. It is quite as out of 
place for us to make any attempt at recapturing 
the amenities of the 18th Century as it was for 
Mussolini to imagine himself Caesar reincarnate. 

THE AMERICAN LUMBERMAN has stressed the 
necessity of using imagination. We have said 
that houses can be comfortable and homelike and 
still be modern and entirely compatible with our 
technological knowledge. We have stressed that 
the home must be functional but that the pri- 
mary function of a house—to be a home—cannot 
be omitted as it has been in that rigid box-like 
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cold kind of house which was imported from 
Europe and which has come to be known as 
“modernistic”. To dub a house “modernistic” 
is to cast a slur on it. The houses we think 
should house the new America will be modern, 
not modernistic. 

To those who say “What are you talking 
about? You’ve got to show us,” we show this 
house which was designed as a post war house, 
not as an adaptation of the “colonialistic” houses 
which had their vogue before the war. 

This house can be built immediately follow- 
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ing the war, using materials which will be in 
production. Actual working drawings have been 
prepared in detail to prove this point. The pre- 
fabricated bathroom as indicated on the plan, 
of course, will for the first few months after 
the war be adapted to plumbing fixtures then 
in production. And it is entirely possible that 
within a year or two after the war manufactured 
portions of houses will bring about more of an 
advance than is shown in this design. 

Our contention is, not that this house is the 
ultimate or that it will remain the ideal for 
postwar America, but that it shows that it is 
both needless and foolish to revert to old habits 
in a world of new knowledge. One attribute of 
the postwar home will be its spaciousness and 
flexibility. It will not be divided up into 
cubicles, each cubicle devoted to a certain limited 
purpose and useful but a small part of the day. 
Spaces will flow and blend with each other so 
that any portion or the whole may be used at 
different times for different purposes. 

In this particular house a collapsible plywood 
screen, suspended from a track which is pivoted 
at one end and which hangs on a trolley from a 
concealed track in the ceiling at the other end, 
makes the living areas completely flexible. The 
dining-kitchen area may be separated from the 
living area when meals are being prepared or 
cleared. The dining table may be used in the 
evening for children’s homework or for enter- 
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taining young friends without being too close to 
the “old folks.” 

When the family is dining, the kitchen area 
may be closed off completely by itself. At that 
time the view of the garden through the glass 
wall is a feature of the dining space. 

When the young folks have a party the parti- 
tion can be swung around to enclose the fireplace 
into a small den where the parents may retire 
away from the activities of the children, yet be 
close enough for supervision. When the family 
has an amateur chef party the entire area, 
kitchen, dining and living space, may be thrown 
together all in one by collapsing the partition. 

In any position this partition may be collapsed 
from either end to use in the same manner 4as 
an ordinary sliding door. 

The living space is divided from the terrace 
and garden by a glass wall which slides to one 
side to make living space and garden one. I[n- 
deed you can’t tell where the living room ends 
and the living garden begins for part of the 
garden invades the living room. Plants actually 
grow on both sides of this glass partition, both 
inside and outside. The brick wall which con- 
stitutes the chimney and fireplace continues out- 
side and forms a wall of the terrace which 
further gives the illusion of the mingling of the 
outside and inside. 

The fireplace is not forgetten. It is symbolical 


even in these modern times of the glowing family 
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Flexible living areas that better meet the various living needs 
of the family are a feature of this house. Across page is view 
from the terrace showing living, dining and kitchen areas 
Opened up as one big room. Above, the dining and kitchen 
areas have been separated from the living area. The bottom 
drawing shows how a small living room or den may be set 
apart for the parents if the children are entertaining. 
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life. The fire burns bright in the masonry of 
the room itself, not in a little pocket in the wall. 
This brick wall which forms the chimney extends 
up through the house to the fireplace in the 
“sunspot” above and emerges through the roof 
in full expression of the generous family fireside. 

Examination will show that the only perma- 
nent partitions in the house are those enclosing 
the bathroom. The bedrooms are separated by 
the prefabricated unit closets that may be moved 
if a different space division is wanted. The doors 
to these rooms do not have complicated frames 
made up of studs, jambs, grounds and trim, but 
are merely light hollow plywood doors operating 
in light vertical stops which are applied to the 
prefabricated closet units. There is no head 
frame. The jambs run up clear to the ceiling, 
and the space above the door is filled in with a 
section just like the door only fixed in place. 

There are broad overhargs over some of the 
windows so that ventilation may be obtained 
during heavy rains. The louvered sunshade over 
the glass wall of the living room is adjustable to 
cut out the sun in hot weather or to allow the 
sun to come in during cool weather. Thus, the 
sun may be used to heat the room by solar 
radiation during the sunny cold days. The 
louvered obscure plastic window for the bath 
operates like a venetian blind. 

Plants form a part of the design of this house. 
Flower boxes are built in and a greenhouse in 
the basement, which is but half a flight down 
from the living space, is readily accessible from 
the garden, and itself is a decorative part of 
that garden. 

The laundry, kitchen and bath are all arranged 











on one stack and this plumbing could easily 
be prefabricated. 

The “sunspot” on the third level is an ideal 
place for summer relaxation and the sun bather. 
The roof folds back to open the whole to the 
sky. In chill fall or early spring days this sunny 
sheltered spot could be an invigorating place to 
have a barbecue party as the large fireplace is 
convenient for cooking and warmth. 

Notable is the use of materials. Practically all 
the materials in the house are familiar to the 
average person, yet there is no copying of old, 
dead, historic styles. This house is colorful and 
natural. It has been made to look like what it 
is. Not a copy of what it is not. We think it 
is a good answer to those who say “Show us.” 
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...and here’s how you can beat the 


heat waves this summer and every summer! 








Manufacturers’ literature is designed to help you sell 
This mailing piece was furnished by 


insulation early. 
National Gypsum Company. 


COOL BEOROOMS. * 


Harvest 
Insulation 


Urders 
THIS Year 


“In August 


Delay may lose orders AND customers’ good will 


“When the snow flies they will 
come in here in droves wanting in- 
sulating material. You know how 
people are. They wait until the last 
minute, until the need is most 
urgent. Then they rush to get what 
they should have gotten a long time 
ago. 

“But this year they may be dis- 
appointed. Our insulating materials 
may be all gone. They will have to 
wait a long time before we can fill 
their orders.” 

This is what F. W. Newman of 
Harris Bros., Company, Chicago 
says has been his experience in pro- 
moting insulation sales. 

“‘Already we are five or six weeks 
behind on rock wool deliveries,” Mr. 
Newman says. “Our stock of storm 
sash and weatherstripping is melt- 
ing away rapidly and we don’t know 
when we will have more.” 

Mr. Newman’s statement repre- 
sents and underscores a fear that is 


20 


growing in the trade. And since 
his firm has kept a sharp eye on 
the supply and demand of items it 
handles—it is one of the largest 
building material firms in the coun- 
try—they are pushing the early sale 
of insulating materials to counter- 
act the natural tardiness of the 
public. 

Though there is no shortage of 
insulating materials now it is en- 
tirely possible that the sudden fall 
demand may put such a strain on 
the manufacturers and on transpor- 
tation facilities that stocks will be 
difficult to get. 

The peak demand will probably 
be in October or November, though 
insulating materials, even in the 
summer time, are selling way above 
those same months in previous 
years. The experience with fuel 
rationing last winter will make it 
easier for the dealer to convince 
people they should place their or- 


ders early, right away in fact, for 
their own good. This will help to 
level down the peak of fall orders. 
But it would be expecting too much 
of human nature to assume that 
they will place their orders early if 
left to their own initiative. It is 
up to the dealer to sell this material 
and sell it now. Just because insu- 
lation is now easy to sell, in view 
of war time fuel restrictions, is no 
reason the dealer should lessen his 
efforts in selling. If the dealer is 
going to do the utmost service to 
his customers and to the country 
he must see that the orders are not 
all piled up at once in the fall 
months. 

If the customer will place his or- 
der now, the dealer can gauge and 
place his orders for material now. 
Thus, the manufacturer can plan 
his deliveries, and the dealer, in- 
stead of having a rush of orders in 
November that he cannot fill, will 
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have a continuous good business 
and when the season is over find 
he has sold a great deal more insu- 
lation than he could have if the 
public were left to its own devices. 

Orders in a rush season do not 
always mean business. F. A. Gold- 
berg of the Harvey Lumber Com- 
pany in Chicago, says that last year 
50% of the orders from the last 
minute customers for storm sash 
were cancelled when the customer 
discovered that the delivery could 
not be made until mid-winter or la- 
ter. Cancelled business does the 
dealer no good. No matter what 
the circumstances, a customer who 
cancels an order does not feel as 
friendly toward the dealer as he 
was before. 

Fuel oil users may have to get 
along at a temperature of 55 de- 
grees instead of the 65 degree level 
set for last year, according to Mr. 
Ickes. When this fact assumes its 
full meaning to the public there will 
be even more demand for insulating 
material. Furthermore, Mr. Ickes 
views the user of coal as being lit- 
tle better off than the user of oil, 
because of the increasing demands 
being made on shipping. And the 
coal miners’ controversy does not 
help the situation any. 

A rush of orders could easily de- 
plete dealers’ stock as, owing to the 
bulk of rock wool, most dealers do 
not have more storage space than 
will take care of a 45 day normal 
supply. If this dealer will sell and 
deliver insulating materials now he 
can reorder sooner and so better his 
chances of having new stock by the 
time the old stock runs out. 

Just how is the dealer to go about 
getting insulation orders in early? 
First attention, of course, should 
be given to old customers, particu- 
larly if the dealer is not sure he 
can supply both old and new cus- 
tomers. To the old customers, then, 
a letter or mailing card could be 
sent fully and frankly stating the 
danger of delay, and telling them 
that they are being given first 
chance to place their orders. So 
warned, those who still waited un- 
til the last minute would have less 
excuse for harboring ill-will if they 
had to be disappointed. 

Manufacturers have excellently 
prepared material for such mailing 
campaigns and are only too glad to 
have the dealer use them. These 
mailing pieces have been prepared 
by experts both in advertising and 
the technical aspect of insulating 
and the dealer may capitalize on 
them quickly. The pulling power of 
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A picture like this will convince a prospect, even in 
the summer time that insulation will help conserve fuel 


such advertising matter has been 
proved and the element of timing 
has been well considered. 

Customers who come into the 
store or yard can be influenced by 
a well prepared canvass delivered by 
the salesman. They can be effec- 
tively impressed also by the right 
sort of display. Perhaps the most 
effective display is that which vis- 
ually proves to the customer that 
insulation does retard the trans- 
mission of heat. Two boxes, one 
insulated, the other uninsulated, 
placed on each side of a large elec- 
tric light bulb can show the cus- 
tomer that the uninsulated box is 
hotter than the other if a ther- 
mometer is placed in each. Such a 
simple demonstration is worth 
many words. 

This display helps to sell per- 
formance, rather than the mate- 
rials. The customer is interested in 
what the material will do for him, 
not particularly what it looks like 
or what it is made of, through these 
should of course be told him. 

Outstanding volume can be ob- 
tained only through creative sell- 
ing. Try to have all interested 
parties present when you attempt 
to close the sale—one can upset the 
applecart. By all means have the 
lady of the house there. 

It is well established that insula- 
tion can save anywhere from 25, 
even up to 50 percent on fuel bills. 
It is an investment therefore that 
can pay for itself in a comparative- 
ly short time, and thereafter pays 
handsome dividends year after 
year. To capture the fullest meas- 
ure of good will the dealer should 
then sell as complete a job of insu- 
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and save him money. 


lation or heat-proofing as possible. 
That of course would embrace wall 
and ceiling insulation, storm win- 
dows, weather stripping, caulking 
compounds and putty for sealing 
loose window panes. 

Small as they are the items of 
caulking compounds, caulking guns 
and putty are well worth handling 
and pushing, as they practically sell 
themselves when a prospect is told 
that an ordinary uncaulked, un- 
weatherstripped window with loose 
panes lets in as much cold air 
through its crevices as would a 3% 
inch hole in the pane. 

Many dealers have an arrange- 
ment with an applicator, particu- 
larly for handling wall insulation 
in old buildings as this necessitates 
a blower to assure complete filling 
of the hollow wall spaces. 

So right now, not next week, but 
right now is the time to push insu- 
lation sales. The danger of delay 
is not just selling talk; it is seri- 
ous and real. The public has been 
made ‘conscious of this danger 
through the giant “get ready for 
winter” campaign on the radio by 
the government and through much 
supplementary propaganda. Too, an 
unparalleled number of home own- 
ers have the money to make the 
investment. The month of August 
is an excellent time to sell insula- 
tion for summer comfort. The fact 
that insulation for summer com- 
fort also pays dividends in actual 
money during the winter heating 
season for years to come will make 
it easy to obtain orders right now 
so that you may place orders for 
new stock with the manufacturer 
and keep the ball rolling. 
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Summertime Advertising 
MAT 
° foe ccimusamunmanamen 


Chicago, 5 


IN YOUR 1943 VACATION 


HE AVERAGE American vaca- 
Do those little jobs around the tion is going to be very different 


: this year from those of previous 
house for which there is no time years. At least the vacationer is 


during the work-a-day weeks going to think it is. He is tremen- 
dously conscious of wartime re- 
strictions on travel, and more than 
ever before when he has had the 
money, he is going to be inclined to 
stay at home, or close to home, 
during his two weeks of respite 
from his business activity. 
Therein lies an opportunity for 
the lumber dealer—an opportunity 
which might very well bring in 
some additional business. Here- 
with is a sample advertisement, 
mats of which are available from 
the AMERICAN LUMBERMAN, 431 
So. Dearborn St., Chicago, 5, IIl., 
for 50 cents each, designed to en- 
courage the homeowner to use his 
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vacation period to do all the odd Lohm 
jobs around the house that he has town 
continually neglected throughout seven 
; : the year due to a lack of time. custo: 
WW ¢ have a complete line of paints and other supplies These summer months are a time iia st 
’ to fill your ‘Do-the-job-yourself needs. Our experts for the lumber dealer to promote a , 
will give you — and advice ee of proce- all types of “Do-the-Work-Your- 01 
dure, if you so desire. self” items. Display them in the Lohm 
windows—put them on the coun- G. R 
Company Name ters, emphasize them in the show- of La 
room and in advertisements. yard 
It might also be interesting to territ 
observe the results of running the Mo 
ad suggested here on the resort and the ; 
MAKE THIS VACATION REALLY COUNT travel and vacation page of your chang 
local paper instead of with other Loh 
building material ads. — 
ones 
last ; 
AME] 
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SELLING 
The Victory Way 


In order to meet war-time mate- 


rial and supply shortages, Lee 
Lohman, who has been in the small 
town lumber business for twenty- 
seven years, continues to serve his 
customers by placing emphasis on 
substitute lines and catalog selling. 
For the past nineteen years Mr. 
Lohman has been manager of the 
G. R. Benedict Lumber Company 
of Lansing, Kansas, a fifty year old 
yard which serves a rich farming 
territory in the Missouri valley. 
Most of the war-time changes in 
the small town lumber yard are 
changes for the better, and Mr. 
Lohman likes to think that they are 
ones which will, for the most part, 
last and take their places as con- 
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ventional additions in postwar busi- 
ness. 

“We have learned since Pear! 
Harbor that many of the old ways 
are out,” Mr. Lohman says, “and 
I hope they are out not only for the 
duration but from here on. Sure, 
we are working harder to give the 
same service to our customers, but 
I have my own reasons for not 
minding that, too.” 

Mr. Lohman has always, in ap- 
praising his business efforts, asked 
himself this question: “ARE YOU 
GIVING THE CUSTOMER THE 
BEST SERVICE AND THE 
HIGHEST QUALITY MATE- 
RIALS POSSIBLE ?” 

And he sees no reason why this 
check-rule should be changed be- 
cause of the war. To be sure, there 
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Lee Lohman, manager of G. R. 
Benedict Lumber Company of 
Lansing, Kansas, checks his cus- 
tomer's list for wire rope users 


is the added problem of locating 
merchandise and materials which 
the customer needs. Formerly sales- 
men came to the dealer—now the 
dealer must find the customer need 
and then find the product. The 
dealer is having to select for his 
customers many lines of meritori- 
ous substitutes. He is having to 
cooperate with the government in 
seeing that every effort is made to 
conserve all supplies and materials 
which are needed for the war 
effort. 

He must spend twice the time 
he did studying trade magazines 
and manufacturer’s circulars, and 
government regulations. This dur- 
ing a period when the help shortage 
is acute. 

But with all this, we on the home 
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not forget 


front must 
priority, the customer. 


our own 

At the G. R. Benedict Lumber 
Company there has been a strong 
increase in farm buying and in de- 
mand from small businessmen and 
especially contractors. 

Not long ago the Benedict com- 
pany located in Arkansas a line of 
hardwood (oak) tongues, axles, and 
hounds. This gave their farm cus- 
tomers a chance to repair their old 
wagons and other horse drawn 
farm machinery and thus do their 
part in making existing equipment 
last. 

Through a small machine shop, 
they made a service connection for 
obtaining needed metal repairs. 
Many of these have been made on 
order from scrap metal found in 
scrap piles. 

While the emphasis is on “serv- 
ice” to the customer, the business 
has not been handled without bene- 
fit. They have been receiving a 
substantial profit on all repair and 
building orders. What’s more, such 
business has brought more custo- 
mers to the yard and resulted in 
other line profits in no small figure. 

The tongues, axles, and hounds, 
which have become a leader, are 
making a fair return. For example: 


Cost Selling 
including price 
carrying charge (cash ) 
Tongues $2.90 $4.00 
Axles 3.00 4.25 
Hounds .70 (pair) 1.50 (pair) 


They do not handle implements 
and heavy farm machinery or small 
contractor supplies. In fact, before 
the war they sold little of this. 
However, with the increased farm 
demand, and with nearly every 
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Tongues, axle, and 
hounds obtained in 
Arkansas for farm 
trade. Good profit 
items and furnish 
farmers with needed 
material for making 
existing equipment 
last for duration 


other local business becoming some 
sort of a sub-contractor, they have 
been stressing catalog-sample buy- 
ing. Not only stressing it, but go- 
ing out after the business. 

“It takes more time,” you say. 
Well, yes, but it makes more money 
and it renders a type of community 
service which is needed at this time. 
It gives us a chance here at home, 
here in the good old United States 
to do our part in helping to win 
the war. 

An active customers list has al- 
ways been a part of Mr. Lohman’s 
sales program. He uses a card in- 
dex file and on each card he gathers 
all the information he can about his 
customer, former sales, rating, ma- 
terial and supply needs which have 
been indicated in former sales 
talks, and as much of a building 
inventory as he can get. 

To this list he added all the 
names of small contractors, sub- 
contractors, and businessmen of 
any profession who were doing war 
work. In their territory there are 
four great war plants. Home shops 
converted to war work, and small 
contractors who are doing building 
or actually making parts which are 
going into war machines are no 
novelty any more. The number of 
such has actually skyrocketed. 

Mr. Lohman reasoned that this 
business, as well as the increased 
farm trade, was rightfully theirs if 
they could get it. And also, in plans 
for post-war business, they needed 
these additions to their customers 
list. 

Fortified with the new names on 
the customers list, and as much in- 
formation as they could obtain, they 
went to work. Cards were mailed 
out asking new prospective custo- 
mers to come in and bring them 


“our” troubles. Mr. Lohman talked 
an attorney friend of his into 
spending some time at the yard 
each day as a patriotic gesture, to 
help in explaining the new govern- 
ment regulations and orders which 
were raining in. 

Mr. Lohman says, “From the 
start we let it be understood that 
their troubles were ‘ours’ if only 
they brought them to us. 

“We said on the cards mailed 
that we did not profess to know all 
about war-time buying regulations, 
but we did know customer service 
and we were ready and willing to 
give of the best we had to all those 
who would come to us. We ended 
our first message by saying that 
‘Maybe two heads would be better 
than one.’”’ 

Response was immediate and 
wholehearted. One of the first jobs 
was to furnish 2000 feet of wire 
cable for a contractor who had been 
given a war sub-contract. 

They had never handled cable. 
They had not sold 500 feet of wire 
rope in twenty-five years. But the 
customer had the priority rating 
and the need and they made the 
sale. Mr. Lohman took the problem 
to their jobber and told him the 
order was for war work and that 
the ropes were to be used over small 
sheaves and drums. The jobber in- 
sisted that they take preformed in- 
stead of ordinary. The cost was 
greater and they had some trouble 
convincing the customer, but finally 
he was convinced and the sale was 








Corrugated asphalt siding sold as a substi- 
tute for corrugated metal 
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made. It was made preformed, too. 

As a result of this one sale, and 
the one satisfied customer, the G. 
R. Benedict Lumber Company has 
sold a great deal of wire cable. They 
obtained samples of the different 
types of wire rope and have been 
going out after the business. By 
pushing preformed, they are find- 
ing that their customers, while hav- 
ing to pay a little more in the be- 
ginning, get a much longer rope 
ife. Another thing, men who have 
been using ordinary rope are cem- 
ing to them to buy preformed. They 
have the names of over one hun- 
dred wire rope users in their cus- 
tomers file and they are going out 
after every one of them. 

Another thing, they say the pre- 
formed is proving safer where the 
ropes are handled a good deal, that 
there is no tendency to barb and 
cause dangerous hand snags with 
preformed as there is with ordi- 
nary. They have been stressing 
this in their sales talks. 

They are having the same in- 
creased demand for general build- 
ing materials from their customers 
as is reported by other yards, large 
and small. And of course they are 
having the same “shortage” wor- 
ries. To date, substitutes have been 
the answer. For instance, they are 
pushing corrugated asphalt siding 
as a substitute for corrugated 
metal. A big trade has been built 
up in this and their customers are 
well satisfied. 

Every month shows an increase 
in sales of cement and cinder blocks 
for building as a substitute for 
lumber. They can obtain all they 
need of these two and on quick de- 
livery from Kansas City. 

Cinder blocks (8 by 8 by 16 
inches) delivered in Lansing cost 
Benedict Lumber 121% cents, less 
7% per cent discount. Where the 
customer accepts these on direct 
shipment, and there is no handling, 
they get 14 cents. From stock the 
price has been 17% cents. 

If the present trend continues, 
the sale of cinder blocks alone will 
take up a major portion of the loss 
in sales because of lumber short- 
ages. 

“Until you have made a study of 
block construction, you have no 
idea how many of the general needs 
can be satisfied with this kind of 
material,” Mr. Lohman says. “We 
have used two direct mailing circu- 
lars on cement and cinder blocks. 
These were sent our customers 
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Cinder and concrete building blocks which have been leaders according 


more to acquaint them with the 
possibilities than to promote actual 
sales.” 

Before the war they had built up 
quite a business in hedge posts. 
They paid 33 cents to the farmer 
for the posts and sold them for 50 
cents. But their farm customers 
have been experiencing the same 
help shortages which farmers over 
the country report. They do not 
have time to get their own posts 
nor time to cut posts for sale. 

At the same time the supply of 
local hedge posts ran out at the 
yard, the demand greatly increased. 
As a solution an almost unlimited 
supply of cedar posts was located 
in Arkansas. These come in lengths 
of 61% feet, and in 2”, 214”, and 3” 
tops. These posts are sold at 20, 
27'5, and 33 cents respectively. 
Customers appreciate the service 


to Mr. Lohman 


and bring their friends in to see 
the supply. The line makes a good 
profit. 

Mr. Lohman is continually asked 
at conventions and by dealers who 
are still sticking to the old conven- 
tional way of operating a small 
town lumber yard, how he finds 
time to add new lines and promote 
them, and carry new service to his 
customers. His answer is always 
something like this: 

“Before the war, Benny, my son, 
used to work with me here at the 
yard. He liked the work and was 
going places in the lumber busi- 
ness. Well, in January 1939 he en- 
listed in the Marines. When Cor- 
regidor fell he was captured by the 
Japs. He’s at a prison camp in the 
Philippines now. I sorta feel like it’s 
my job to double-time on account 
of him.” 





Cedar posts obtained from Arkansas as a substitute for local hedge posts 
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Huge logs to be converted into plywood for the manufacture of 
airplanes and gliders on a Fruehauf pole-trailer make a typical load 
ready to start on its way to the Schetky Logging Company of Port- 
land, Oregon, located twenty-five miles from the forest where the 


lumber was gathered. 


Lumber dealers to have 
top place postwar 


“We are placing our bets on the 
lumber dealer to take the lead in 
the post-war competition for mer- 
chandising supremacy in the home 
field. We intend to do everything 
in our power to help him.” 

This statement was made by 
Bror Dahlberg, president of The 
Celotex Corporation, Chicago, in re- 
sponse to a recent inquiry regard- 
ing the development of new retail 
outlets for home sales after the 
war. 

“Of course, when we discuss the 
sale of houses,”’ pointed out Dahl- 
berg, “we must be clear on what 
kind of houses we are talking about. 
Houses constructed in the tradi- 
tional manner, i.e., individually 
built by workmen on the job, will 
probably continue to be built and 
sold in much the same way as in 
the past. The larger low cost mar- 
ket will, however, require another, 
a newer mass interest type of sales 
presentation. 

“We read nowadays that the low 
cost house will be sold by depart- 
ment stores, by dealers of the type 
who now handle automobiles, re- 
frigerators, radios, and even via 
mail order catalogs. I have no 
doubt that all these methods will be 
utilized. The post-war demand for 
houses will be so huge that many 
new producers will enter the mar- 
ket and each will choose the mer- 
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chandising channel which 
best to him. 

“In my opinion, however, retail 
lumber dealers will continue to be 
the most important factor in the 
sale of homes. The wide awake 
lumber dealer has many natural 
advantages which new competitors 
will find difficult to overcome. He 
is now the headquarters for homes 
in his community; he knows how to 
talk about homes, how to discuss 
the infinite details which prospec- 
tive home buyers want to go into; 
he can build or arrange to have 
built full sized models. In short, 
the lumber dealer knows this busi- 
ness and the others will have to 
learn it. 

“However, the lumber dealer will 
be faced with competitive innova- 
tions and in many cases will need 
to change his methods of doing 
business in order to meet them. If 
he has been dealing exclusively with 
contractors and builders and indus- 
trial concerns, he will have to 
change his operation in order to 
reach the general public in his com- 
munity. He will want to familiarize 
the man in the street with the 
houses he is selling by means of 
models, advertising, direct mail and 
personal salesmanship. But in the 
doing of this he will have the 
‘know how’ and all advantages 
gained from years of experience in 
building homes.” 


seems 
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SALVAGE LUMBER 


Write to the Salvage Editor, American 
Lumberman, 431 So. Dearborn St., Chi- 
cago §, Ill., mentioning the item number, 
for further information about any of the 
following items. 


Available 
112. 

Have available for shipment ap- 
proximately 250,000 bd. ft. 2x4, 
2x6, 2x8, 2x10, 4x4, 4x6 No. 2 yel- 
low pine in lengths from two to 
six feet. This is not new lumber, 
nor perfectly clean. Nails have been 
removed but lengths and dimensions 
are random in the present stock 
pile. Can be shipped by truck or 
rail from Ludington, Mich. 


113. 

We have the following Douglas 
fir plywood available in Chicago for 
immediate shipment. No priority 
is necessary. Part of the material 
is sanded, part rough. All of the 
stock is %-inch thick. 


5742 pes. 81x17 Sound 2 Sides 
1121 pes. 84x36 Sound 2 Sides 
209 pes. 81x48 Sound 2 Sides 
113 pes. 10 x10 Sound 2 Sides 
293 pes. 1014x36 Sound 2 Sides 
693 pes. 1012x48 Sound 2 Sides 
11632 pes. 13 x17 Sound 2 Sides 
1394 pes. 81%x17 Sound 1 Side 
121 pes. 1012x386 Sound 1 Side 
668 pcs. 1014x48 Sound 1 Side 
4640 pes. 13 x17 Sound 1 Side 
114. 


We have the following stock 
available which was originally pur- 
chased for a special defense job, 
now discontinued: 

700 pieces 4x8 foot 14-inch 3-ply 
rough fir Plycord and 300 pieces 
of the same material 4x6 and 4x7 
foot. AA-1 priority must be fur- 
nished. The price will be about 
$75.35 per M at Toledo, Ohio. 


Wanted 
115. 

Need dry, hard maple in 11% and 
two-inch thicknesses, two inches 
and wider, lengths 10 inches and 
longer in truck or carload quan- 
tities. Exact dimensions will be 
furnished if supplier would like to 
cut to exact length and width. Can 
use a good many carloads every 
week. 

116. 

We need 5x5 inch squares and 
214x914 inch material in 14, «6 
and %% inch paywood or lumber 
S2S in the same thickness. Also 
in pine or poplar or a similar white 
wood we need pieces 314x12 inches, 
214x914 inches, and 4x8 inches in 
%4 inch thickness. Can use these 
three sizes in multiple lengths. 
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Contractor Cooperation 
Sells Cement to Formers 


Close and careful cooperation 
with a concrete contractor is the 
key to a large volume of cement 
sales by the Plainfield Grain Co. 
lumber and _ building materials 
yard, Plainfield, Ill. 

The Plainfield company is located 
in the heart of a highly fertile, 
highly prosperous farm _ belt—a 
neiyhborhood of intelligent farm 
operators who know the value of 
scientific farming methods and are 
willing to invest the money in the 
equipment necessary to practice 
these methods. They can, and are 
being sold on the value of concrete 
feeding floors, concrete floors in 
their buildings and other cement 
items around their establishments. 

While the Plainfield firm has no 
tangible connection with the con- 
crete contractor with which they 
deal, they have utmost confidence 
in his ability, and when inquiries 
concerning cement items on the 
farm come to them they always 
turn the job over to this one oper- 
ator with whom they have the 
friendly understanding. He, in 
turn, purchases all of the cement, 
sand, ete., that he uses on his jobs 
from this firm. 

The contractor owns a_ small 
concrete mixer and the Plainfield 
Grain Co. has one of larger capac- 
ity which it lends to the contractor 
for big jobs, or sends out to farms 
where the size of the job justifies. 
However, the lumber dealer always 
sends his own man with the mixer 
to operate it and assist the farmer 
who is doing his own concrete job 
with the work. Naturally the man’s 
time is charged up to the customer. 

Dealer and contractor can well 
pool their sales efforts to the bene- 
fit of both. If the contractor wishes 
to work independently, as_ the 
Plainfield concrete man seems to 
Wish to do, he might well share 
the cost of local newspaper adver- 
Using, or of other promotional 
efforts with the lumber company 
Which supplies the materials he uses 
on his jobs. Probably the most 
Satisfactory method would be to use 
the lumber dealer’s name and ad- 
dress on such advertising or pro- 
motional literature, as the lumber 
dealer ig well known, and has an 
office and salesroom open at all 


times to receive customers and in- 
quiries, 
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“Timber Toppers” is the clever name given to a new shoe with a 
flexible wooden sole developed by E. P. Reed & Co., manufacturers 
of women’s footwear in Rochester, N. Y. 

The new soles are said to be cross-grain cuts of fine hardwoods 
like cherry and maple, diced into a checkerboard of one-quarter inch 
squares. They are so flexible that the company advertising claims 
that “Timber Toppers” follow the natural muscular action of the 
foot, flexing not only from heel to toe but diagonally and crosswise 
as well. They are said to be more water-resistant than leather soles 
inasmuch as the wood is impregnated with water-repellent. Long 
wearing qualities are another feature. 
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This attractive and informative display booth was set up by the 
Midland Company of Milwaukee, Wisconsin, at the annual home 
show. It is designed to show the public how insulation is installed. 
a blower outfit being part of the exhibit. Colorful posters call 
attention to the temperature differences and the fuel economy. It 
should be noted that the display is not cluttered and that the wall 
display is large enough so attention does not jump to various prod- 
ucts. This could be emulated in a dealer’s store display to prevent 
the prospect’s mind from wandering to other items when insulation 
is the sale under consideration. 
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FIRE PREVENTION 


in lumber yards 


The enemy doesn’t have to drop 
incendiary bombs on lumber yards; 
they burn up anyway. The same 
can be said of almost any other 
occupancy. During the year after 
Pearl Harbor there were just about 
as many fires as in peacetime, de- 


spite the wartime need for con- 
serving all resources. 
The National Fire Protection 


Association has collected case his- 
tories of about 300 fires that de- 
layed or interfered with the war 
effort. Among them were a number 
of fires in lumber yards. On the 
theory that we learn from experi- 
ence, the stories of these fires 
should be of interest to lumber 
dealers and mill executives. 

When compared with the average 
fire record for lumber yards, the 
wartime fires followed the estab- 
lished pattern as to causes and re- 
sults. Statistical studies show that, 
on the average, only 45 percent of 
the fires originate in yards while 
55 percent start in sheds or build- 
ings. The following are typical 
cases of the latter group: 


Illinois—a defective heater exploded, 
blowing sparks into the office where 
flammable oils and paints were stored. 
The fire spread to the yard, to a ware- 
house containing grocery supplies, and 
to a nearby dwelling. Low water pres- 
sure was inadequate for fire-fighting 
purposes. Loss $36,255. 


Missouri—fire of unknown origin 
started in a machine shop, destroyed 
a nearby garage and sheds and about 
3,500,000 feet of lumber. Three or four 
hydrants were out of service. Much 
of the company’s business was with 
defense plants. Loss estimated at 
under $250,000. 


It will be seen from the above 
cases and those that follow that 
when fire really gets a start in a 
plant there are contributory causes 
for its rapid spread. This is borne 
out, too, in a recent study by the 
National Fire Protection Associa- 
tion of eighty fires during 1942 in 
which the losses exceeded $250,000. 
In every one of these fires, not one 
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factor, but several, contributed to 
the excessive damage. 

In the Illinois fire, a defective 
heater, the presence of flammables 
and low water pressure made a 
combination that the firemen found 
hard to overcome. In the Missouri 
blaze, inadequate private protection 
made it possible for the fire to 
spread quickly once it had started. 
Through all these cases, these com- 
binations of hazard run like rotten 
strands through a length of rope. 

Details in these case histories are 
meager and only general conclu- 
sions can be drawn from them. In 
the Illinois fire, the conditions un- 
der which the flammables were 
stored are not described. But good 
judgment dictates that all such 
flammables be stored in a separate, 
fire-resistive building, if it is nec- 
essary to store them in a yard. 

Machine shop operations, garages 
and other buildings where special 
hazards may exist, should be in 
fire-resistive buildings at least 100 
feet from the lumber piles to mini- 
mize the exposure. And all such 
buildings should have automatic 
sprinkler protection and an ade- 
quate number of fire extinguishers 
of suitable types. Here is what 
happens when such precautions are 
ignored: 


California — fire destroyed an un- 
sprinklered dry lumber shed and a 
cement shed. It was believed to have 
started in one of seven motor vehicles 
stored in the shed. Loss $48,529. 


Texas—fire started in the vicinity 
of a shaving house and destroyed a 
frame sawmill engaged in supplying 
government orders. The mill was lo- 
cated some distance from the road and 
firemen had to pull hose lines in from 
the road by hand. Water mains were 
small and hydrants few. Floors were 
oil-soaked. No first aid fire-fighting 
equipment was provided. Loss $75,000. 


When protective equipment is 
provided, it should be kept in work- 
ing condition. A system of regular 





Data from the Safety Research Institute 





inspection should be adopted to 
check on equipment. If this had 
been done before the following fire, 
heavy losses might have 
avoided. 


been 


Oregon—fire believed to be of in- 
cendiary origin destroyed an entire 
lumber mill, including planer, dry shed 
and two dry kilns. Watchman tried to 
operate two inside standpipes but 
found them frozen. Firemen found 
flames on both sides of a fire wall, 
supporting the incendiary theory. Loss 
$197,857. 


Careful supervision of fire-fight- 
ing equipment is necessary to make 
certain it will be ready when 
needed. This is especially true of 
automatic sprinkler systems. Here 
is what can happen when such 
supervision is lacking: 


Oregon—fire of uncertain origin, but 
which started in an area where weld- 
ing operations had been carried on 
earlier, destroyed a large portion of 
the sawmill building together with the 
woodworking machinery it contained. 
The large loss can be attributed to the 
fact that the sprinkler system in the 
portion of the plant which was de- 
stroyed was shut off at the time of the 
fire. The plant as a whole is of heavy 
wood construction with light wood 
walls and a composition covered 
wooden roof. The plant had been shut 
down two days previously while mill- 
wrights were making various neces- 
sary repairs to certain equipment. One 
of the head millwrights shut off the 
dry pipe sprinkler system and dis- 
connected some of the piping which 
interfered with their work. He did 
not plug the piping and then turn the 
system on again or even notify any- 
one in authority that the system had 
been shut off. The fire started at 2:55 
a. m. about an hour after the mill- 
wright crew had quit work and left 
the plant. The fire was held in check 
on almost a straight line across the 
end of the mill by other sprinklers 
which were still in service. Three fire- 
boats and fourteen pieces of land fire 
apparatus responded to this fire. The 
property loss has been estimated at 
about $250,000 plus about the same 
amount in use and occupancy loss. 


Electrical equipment used in 
yard operations must be carefully 
maintained. Arcing or sparking of 
such equipment is dangerous with 
so much combustible material 
around as one may find in a yard 
or mill. Installations of wiring, 
motors, fans, etc., should conform 
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to the National Electrical Code and 
be inspected regularly. The follow- 
ing is a fire attributed to abuse 
of electricity: 


Oregon—a saw and planing mill and 
all equipment was destroyed by fire 
believed to have started in a motor. 
Plant was exclusively engaged in fill- 
ing war orders. Mill employees aided 
firemen in fighting the blaze. Loss 
$100,000. 


it will be noted that, in a number 
of these case histories, the cause of 
the fire was reported as undeter- 
mined. This is too often true since 
a fire of any magnitude is likely to 
destroy evidence pointing to the 
cause of the fire. However, the Na- 
tional Fire Protection Association, 
in a study of a number of lumber 
yard fires in which the cause was 
determined, compiled the following 
list of causes, showing the relative 
frequency with which they occur: 


Pe 24% 
Smoking-matches ...... 19 
Sparks from locomotives 
Ce 18 
J errs 15 
Electrical causes........ 6 
Miscellaneous .......... 18 
0 eee 100% 


The incidence of incendiary fires 
is high in lumber yards because 
they are so exposed and afford such 
good opportunities for the arsonist 
to carry out his plans undetected. 
Well-fenced premises, a carefully 
supervised watchman system, and 
the usual guard facilities to pro- 
tect the yard from intruders, along 
with such mechanical safeguards 
as the electric eye can make a yard 
well nigh impregnable. 

Smoking should be prohibited, of 
course, in yards and mills. No ex- 
ceptions to this rule should be ad- 
mitted, and careful supervision of 
employees and visitors should be 
exercised. 

Sparks from chimneys and stacks 
located near lumber yards can be 
minimized as a source of fire if the 
chimneys and stacks are equipped 
with spark arresters or baffle plates. 
If it is necessary to have railroad 
cars run into the yard they should 
be drawn by electric or compressed 
alr locomotives rather than by 
steam locomotives. 

Lumber yards are generally lo- 
cated in industrial neighborhoods 
or low-value areas where the pos- 
sibility of exposure fires is greater 
than average. This can be over- 
Come by keeping lumber piles at 
least 100 feet from buildings and 
main lines of railroad, and grass 
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and brush should be cut away so 
there will be a firebreak of at least 
100 feet around all piles. 

Good housekeeping through the 
yard, sheds and office structures 
should be a primary requirement. 
All sticks, chips and rubbish should 
be picked up regularly and removed 
from the yard. 

The proper piling of lumber is 
fundamental, but when yards are 
glutted with lumber, after the re- 
ceipt of large shipments, this pre- 
caution is frequently overlooked. In 
large yards, fire stops are advis- 
able every 500 feet in each direc- 
tion. This may consist of an open 
space 100 feet wide, or a solid fence 
or wall somewhat higher than the 
lumber piles. Where a _ wooden 
fence is used, a line of open sprink- 
lers should be installed atop the 


water types will be suitable, such 
as the pump tank, soda-acid or gas- 
cartridge types. 

In garages and oil storage vaults, 
the vaporizing liquid, foam and 
carbon dioxide extinguishers are 
recommended. These are capable of 
handling the type of fire that may 
occur in such locations. 

Cranes, motor vehicles and elec- 
trical installations such as switch- 
boards, control panels, etc., should 
be protected by extinguishers util- 
izing a non-conducting agent. These 
are the vaporizing and carbon diox- 
ide types of extinguishers. They 
have the added advantage of re- 
quiring no protection from freezing 
if exposed to low temperatures. 

Large wheeled extinguishers of 
the soda-acid type may be advisable 
in some yards. These must not be 





Piles of lumber that were stacked too closely together hampered the 

work of firemen in fighting this fire. Good practice requires that 

driveways twenty feet wide or more, running in each direction, be 
allowed between piles 


fence to keep it wet in case of fire. 
Brick or masonry walls are prefer- 
able. 

The fire protection requirements 
of lumber yards have been fairly 
well standardized. No lumber yard 
is a desirable risk unless it has sat- 
isfactory outside protection, usu- 
ally consisting of a standard hy- 
drant system fed by adequate water 
supplies. Hydrants should be lo- 
cated so that any point on any lum- 
ber pile may be reached by two hose 
streams not more than 200 feet 
long. Monitor nozzles located on 
platforms above the level of the 
lumber piles may be substituted for 
hydrants if conditions warrant. 
Monitor equipment requires large 
mains and pipes and ample water 
supply. 

First aid fire appliances are es- 
sential. In outside locations exposed 
to temperatures below 40 degrees 


F., anti-freeze extinguishers are 
needed. Otherwise, any of the 
1943 


exposed to temperatures below 40 
degrees F., but they can be kept in 
heated sheds and other buildings 
and quickly drawn to the scene of 
an emergency. 

All protective equipment should 
be carefully inspected and main- 
tained in service, according to the 
recommendations of the manufac- 
turers and the fire insurance under- 
writers. More than that, employees 
should be instructed and trained in 
the use of such equipment. 

The maintenance of fire safety in 
a lumber yard is not a hit-or-miss, 
accidental matter from any point of 
view. Everything possible should 
be done to prevent fire, and every 
safeguard for extinguishing the 
fires that may occur should be pro- 
vided. Otherwise, the fire mortality 
in this occupancy will continue at 
its usual rate, taking toll of lum- 
ber and other building materials 
that are all too greatly needed in 
the conduct of the war. 
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MORE LETTERS 


Dear Sirs: 

Your Anniversary Number of the 
AMERICAN LUMBERMAN was read 
with very much interest, and I wish 
to compliment you on the manner in 
which this publication appeared, and 
sure the industry appreciated very 
much your historical facts brought out 
in your publication. Wish to congrat- 
ulate you on your efforts, and we 
assure you our appreciation of the 
same. 

H. W. Johannes, 
General Manager 
Rib Lake Lumber Co., 
Rib Lake, Wis. 


Gentlemen: 


The Anniversary issue merits con- 
gratulations to all concerned in its 
conception and production. It carries 
a dignified tone for the content, is 
pertinent and interesting, free from 
the “puff” angle in both editorial and 
advertising sections. We wish you at 
least another 70 years of service to 
the industry and continued prosperity. 


W. B. Laughead, 

Advertising Manager 
The Red River Lumber Co., 
Westwood, California. 


Gentlemen: 


Your 70th Anniversary Reference 
Number is a magnificent issue, and I 
know that it will be kept for years 
if not for generations in the libraries 
of lumbermen all over the United 
States, as well as in public libraries 
and in the libraries of many educa- 
tional institutions. It could almost be 
a textbook in a school of forestry. I 
have already gone through this issue 
three times, and find something new 
and interesting each time. 


Don S. Montgomery, 
Secretary 
Wisconsin Retail Lumbermen’s 
Association, Milwaukee, Wis. 


Dear Sirs: 

It has likely been your experience 

that when a neighbor’s child comes 
home from boarding school you are 
surprised to find how much he has 
grown. At home where you saw an- 
other boy grow day by day, you were 
not so impressed with this “sprouting 
up.” 
That’s the way it is with the lumber 
business and lumber periodicals. Both 
have advanced more than we think 
who are with them all the time. It 
took the 70th Anniversary Number of 
the AMERICAN LUMBERMAN to 
bring that fact home to me. 

I happened to turn first to the 
“American Lumberman on Parade” 
by Elmer C. Hole, and found that it 
afforded me great pleasure. I found 
too that this edition is taking too 
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much time from my work, so I am 
bringing it home where I can spend 
all the time I want with it, and not 
let my conscience bother me with the 
thought that the prime reason I am 
on the payroll is with the idea in 
mind that I might do some work. 

If my taste for reading, combined 
with an outlet for satisfying that 
taste afforded by the AMERICAN 
LUMBERMAN’S 70th Anniversary 
Number has made me gluttonous in 
respect to devouring time otherwise 
allotted—I thought it worthwhile to 
write and tell you about it, and you 
might gain the idea therefrom that 
I like it. 

A. J. Brown, 
Pine Sales Dept. 
Kirby Lumber Co. 
Houston, Tex. 


Gentlemen: 


We are very much impressed with 
your 70th Anniversary issue, and 
ecngratulate you on a good job well 
done. The article entitled “300 Years 
of American Houses” is so valuable 
that the writer is not only reading 
every word of it with enjoyment but 
will show it to his friends with pride. 
More work of this high standard will 
keep the American trade press in an 
assured position of leadership. 


Perry Mitchell 
Frick Co. 
Waynesboro, Pa. 


Gentlemen: 


Allow us to take this opportunity 
to congratulate the AMERICAN 
LUMBERMAN on their 70th anniver- 
sary. It is gratifying to the retail 
dealer to have a magazine of such 
high quality and importance in our 
industry. 

Chas. E. Foster, Jr., 

Vice President 
Foster Lumber & Construction Co. 
Valparaiso, Ind. 


Gentlemen: 


Please accept my congratulations on 
your Seventieth Anniversary and 
particularly on your July 10 issue. At 
this time, wish to say we believe the 
AMERICAN LUMBERMAN to be one 
of the best if not the best lumber 
periodical printed. 

C. A. Rickenberg 
New Jersey Flooring Co., 
Newark, N. J. 


Dear Sirs: 


We want to congratulate you not 
only on seventy years of usefulness 
to the lumber industry, but also on 
a very fine edition of your paper 
which you have put out in commemo- 
ration of this interesting event. We 
felt last year when we celebrated our 


30th anniversary in the lumber busi- 
ness at Port Moody that we had 
enjoyed considerably longer life than 
many firms in the lumber business 
have experienced. There are few in- 
deed who can match your record. The 
writer is not exactly sure, but believes 
he personally started subscribing to 
the AMERICAN LUMBERMAN 
about 1908, and has been a constant 
and consistent reader of same ever 
since. Our best wishes for your con- 
tinued prosperity and usefulness in 
the coming years. 


Aird Flavelle 

President 
Thurston-Flavelle, Ltd. 
Port Moody, B. C. 


Gentlemen: 


I want to congratulate you on your 
70th Anniversary Reference Number. 
I shall save this issue so that I can 
compare it with your 140th Anni- 
versary Number. 


Raymond Mehlig, 
President 
South Side Lumber & Coal Co. 
Kokomo, Ind. 


Dear Sir: 

A splendid job well done, worthy of 
commendation and appreciation of the 
entire lumber industry. That is my 
feeling on perusing your 70th Anni- 
versary edition. It isn’t necessary for 
me to tell you that I have a slight 
idea of the effort necessary to produce 
a book of this type. You may well 
be proud of your accomplishment. 

B. F. Springer, 

Secretary 
International Concatenated Order of 
Hoo-Hoo, Milwaukee, Wis. 


Dear Sir: 

I want to take this opportunity to 
congratulate you on the “70th Anni- 
versary Reference Number” of the 
AMERICAN LUMBERMAN, and, in- 
cidentally, on a fine story covering 
millwork. Thus far I have only had 
an opportunity t® glance through this 
comprehensive and outstanding issue. 
However, it is going to be with me 
at my home until I have had an oppor- 
tunity of enjoying it to the full, and 
getting out of it much of the valuable 
information it contains. Congratula- 
tions and best wishes. 


Adolph Pfund, 

Secretary 
Woodwork Jobbers Service Bureau, 
Chicago, III. 


Dear Sir: 

I have not yet finished reading the 
Anniversary issue, but have thor- 
oughly enjoyed the portions I have 
already read, and am anxious to 
complete it. I am sure it is the most 
interesting issue of any lumber pub- 
lication I have ever read. 


Paul W. Curtis 
J. Neils Lumber Co. 
Chicago, IIl. 
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Forest Conservation Act 


Just before Congress _ recessed, 
Senator Wallgren, of Washington, 
introduced a forest conservation bill 
that is known officially as S. 1330. 

From where we sit, it looks to be 
a stunner; a more complete federali- 
zation of forest & forest-operations 
control than ever before has been 
attempted. Better get a copy; also a 
copy of the NLMA release, FC-69. 
Study both with care. 

Probably just as well not to reach 
premature conclusions. No one knows 
how seriously the bill will be pressed 
for passage or what interests are 
supporting it. The Chief Forester 
has stated that the Forest Service 
did not ask for the introduction of 
this bill. Its contents do not square 
with information furnished the Sen- 
ate Committee on Agriculture and 
Forestry by Assistant Secretary of 
Agriculture Hill. The studies of for- 
est conditions and needs, now being 
made by Chief Forester Watts, are 
not complete. 


It is possible that the Senator 
dropped §S. 1330 into the hopper 
merely to oblige some constituents. 


Long as we can remember, the for- 
ests have attracted the Little Mary 
Fixit fervors of amateurs. And of 
course forest industries are being 
eyed by the one-track-minded band 
that wants all production controlled 
at the federal level. In any event, 
the organized industry will watch the 
course of things and will keep you 
informed. 

Briefly, this bill if enacted into law 
would give the Secretary of Agri- 
culture very wide and peremptory 
powers over forest operators and 
over industries using forest products. 
He would have wide control in direct- 
ing forest practices on privately 
owned forest lands and in the prep- 
aration of plans for such lands. He 
would have authority to make forest- 
cutting rules. He could send em- 
Ployees of the Department of Agri- 
culture onto forest lands to examine 
records of forest and mill operations, 
to inspect their activities and even to 
take over their administration. 

The bill authorizes the Secretary 
to appoint the members of a National 
Forestry Board and of various area 
advisory boards. But it is fairly 
clear that these boards would have 
no more than advisory powers. There 
IS a provision for recourse to the 
courts, if operators find the rules 
onerous. There are heavy penalties 
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rules. 


violations of 
Functions and responsibilities of the 
States in forest matters are not com- 


provided for 


pletely destroyed but are largely 
ignored. “Hot” lumber, by which we 
mean forest products manufactured 
in violation of any of these nu- 
merous regulations, is dealt with by 
requiring certificates of clearance 
stating that the materials being 
shipped have been produced in 
accordance with the forest practice 
rules set up by the Secretary of 
Agriculture. Presumably these cer- 
tificates of clearance would apply 
only in interstate shipments; but a 
careful reading of the section at 
least raises the suspicion that this 
provision might be applied also to 
shipments within a State. 

There are nine other titles; some 
open to objection, others apparently 
satisfactory. Too long a story to be 
set down here. The bill covers some 
fifty pages. If there is serious pres- 
sure for passage in Congress, the 
industry must make itself heard. 

Observation in passing: Expect 
more proposals to center control of 
production and distribution in the 
national capital. Not a matter of 
party politics. It will continue, no 
matter what party is in power. Not 
wholly a matter of “economic reform” 
or of antagonism to private initiative 
and private operation of business. 

Nota Bene: That big and growing 
national debt. Of course we can’t 
avoid a huge national debt in fighting 
a global war. But consider the obli- 
gation to service this debt through 
the coming years. Inevitably this 
obligation will turn the minds of har- 
ried statesmen toward a closer con- 
trol of the production and distribu- 
tion that must earn the necessary 
taxes. May be nothing practical you 
can do about the national debt pat- 
tern. But in your honest efforts to 
save the American way of business 
it’ll be useful to remember what your 
obstacles really are. Some obstacles 
may be long-haired theorists. But 
there’s nothing theoretical or even 
long-haired about the national debt. 
Center your attention there. 


Farm Lumber 

Operation of the AA-2 rating for 
lumber to be used on farms in the 
food-production program seems to 
have been uneven. Naturally makes 
a retailer hot to be told that part 
of the difficulty is his own lack of 
persistence in finding available stock; 
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but lumber officials in Washington do 
make that statement, basing the 
assertion on known facts that two 
yards in a given town often have 
widely different degrees of success in 
getting stock. One gets little or 
none, the other does fairly well. The 
first holds that he shouldn’t have to 
spend his time sleuthing for some- 
thing he can buy. The second agrees 
in principle but sleuths anyway. 

Chief difficulty is that mills don’t 
take AA-2 orders; assert that they 
have enough AA-1 orders to take all 
they can ship for months ahead; find 
of course, when those orders are 
shipped, that enough new AA-1 
orders have come in to take all the 
cut for another period of months. 
Still another difficulty is the fact that 
CMP-5 (if that’s the correct number) 
cuts across the pattern of retail yard 
orders; gives the manufacturer of a 
bicycle, say, the right to buy lumber 
to crate this machine. 

Correcting all these things, by tear- 
ing down the allocation pattern and 
starting over again, would take 
months. So this page understands 
(stop us if we’re wrong) that the 
retailer in the food-production areas 
is to be given additional help with 
his AA-2 rating. Takes the form of 
a directive, going out quickly through 
the proper channels, that mills are to 
continue giving prior position to 
AA-1 orders, but only on shipments 
going directly to Army and Navy. 
All other AA-1 orders are to be 
junior to AA-2 orders that are des- 
tined to farm use in the food pro- 
gram. That should help. Hard to 
see how the government could go fur- 
ther without adjourning the war (see 
page 58). 


Trucks and Tractors 


Many lumbermen in all branches of 
the industry are applying for permits 
to buy necessary trucks or tractors 
or both. As this page understands it, 
these applications are filed in regional 
offices of the WPB, are processed and 
sent on to Washington for final dis- 
posal. 

Often a lumberman writes or wires 
the NLMA to check on the progress 
of these applications in Washington. 
The association is willing to do this, 
but it MUST have the case number. 
As well to write the War Department 
for information about Private Johnny 
Doughboy without designating his 
company and regiment. 

The NLMA makes the following 
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suggestion: When you file the appli- 
cation, attach to it a postal card ad- 
dressed to yourself. On the reverse 
side type something like this: “The 
case number assigned to the applica- 
tion of (company or individual and 
address) for the right to buy (kind 
and size of truck or tractor) is .. .” 


The regional office will stamp the 
case number in the blank and will 


mail the card back to you. Then if 
you need to ask the NLMA to trace 
the application in Washington, be 
sure to include this number. With- 
out it the association can’t even begin 
to work. 


Northern Wages 


Report is out that all northern 
operators have been given permission 
to apply for the right to increase 
wages up to the levels granted the 
“thirty companies”; namely 57% 
cents for woods workers, 62% cents 
for mill workers. This is granted 
only on personal application, using 
Form 10. These, we understand, are 
top figures; and the employer, if he 
so decides, can set his wages at lower 
levels. Price increases are granted 
to compensate for these additional 
wage costs. 

Minimum wages of 50 cents per 
hour were granted to lumber workers 
in eight Southeastern states by the 
WLB. 


OPA Appointment 


Julius P. McWilliams has_ been 
appointed Chief of the Eastern and 
Southern Softwoods and Millwork 
Section of the Lumber Branch, Office 
of Price Administration. 

Mr. McWilliams has an impressive 
record of practical lumber experi- 
ence. He started his career in yellow 
pine and cypress mills in Louisiana 
and Florida; came up through the 
ranks as grader, yard foreman, plan- 
ing mill foreman and general super- 
intendent; later operated his own re- 
tail yard and in connection with it 
ran a woodworking plant and a con- 
struction business. Few other men in 
government service have so wide and 
expert knowledge of all phases of the 
lumber industry. 


Changing Atmosphere 


This appointment is another in- 
stance of the changing practice of 
the OPA; that of bringing expert, 
practical knowledge into its work. 
No need to tell you that business men 
have been generally disturbed by 
having to deal with government offi- 
cials who don’t have first-hand knowl- 
edge of the industries with which they 
work. 

Business men have been largely 
right about this. However, make no 
mistake about the fact that statistical 
knowledge and basic economics have 
their values in government manage- 
ment; chiefly because it’s necessary 
to fit many industries together in the 
big pattern. 

But statistical method has _ its 
limits; chiefly because figures are not 
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just figures. Say that two official 
orders are issued. The first creates 
an actual industry loss; the second 
limits returns but leaves an actual 
profit. The industry lodges protests. 
Too often the official without industry 
experience treats both in the same 
way; approaches each in a_horse- 
trading spirit and offers to yield just 
a little in order to keep the peace. 
But there’s no compromising on the 
first without destroying the industry; 
and a_ partial compromise means 
merely that the destruction is pro- 
longed. 

An official who knows the industry 
at first hand can tell at once what 
kind of figures he’s dealing with. He 
doesn’t have to be worn down by 
weeks and months of effort to prove 
that a loss order will destroy an 
industry and will sabotage the war 
effort. Neither can he be slicked into 
yielding a profit higher than he in- 
tends to yield. It is in dealing with 
the inner workings of an industry 
that practical first-hand knowledge is 
important; and no amount of statisti- 
cal or theoretical economic training 
will take its place. Furthermore, an 
official who talks the language of an 
industry is a long way ahead. Busi- 
ness men respect him; have no spe- 
cial fear that he’ll stumble into a 
flagrant management error without 
knowing it; have no special hope of 
deceiving him into granting unwar- 
ranted and, to him, unsuspected mar- 
gins of profit. Since the .overwhelm- 
ing majority of business men are 
honest and want public orders with- 
out hidden reefs of loss or hidden 
sources of unjustifiable profit, they 
feel reassured when they can deal 
with men who have as much exact 
and practical knowledge of the indus- 
try as they, themselves, have. 


Association Factors 

General impression hereabouts, 
without too definite supporting evi- 
dence, is that the WPB and the WFA 
are not quite so ready to work along 
with organized business as is the 
OPA. Could be that OPA, finding 
itself behind the eight ball, is ready 
to utilize any and all constructive 
suggestions. Could be, also, nothing 
more than a series of accidental and 
unplanned incidents. 

The lumber industry has competent 
men in Washington; those in na- 
tional association offices, those in 
regional group offices. All govern- 
ment agencies receive these men, 
talk with them about questions which 
they bring in. But their skill and 
knowledge could be better utilized by 
the agencies. Like this: Many orders 
are planned in the agencies and are 
issued before the industry has much 
information about them. No associa- 
tion man expects to sit in on plenary 
sessions at which orders are finally 
shaped up. But it has happened 
repeatedly that orders issued are 
based upon incomplete information; 
must be hastily amended when the 
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orders barge into these facts. 

Need for these hasty changes could 
be avoided, in part, by fuller advance 
discussion. Some effort of this kind 
has been made but has not been ecar- 
ried through; informal meetings at 
which public officials explain neces- 
sary objectives and tentative methods 
of reaching them. It is possible, in 
informal discussions, to uncover some 
of the bugs before the order is issued; 
thus avoiding the need for hasty 
amendment. This is a service the 
association men could render. 

Don’t kid yourself that this method 
would avoid all amendments. Orders, 
such as L-41 and others you could 
name, had to be issued quickly to 
meet emergencies. Better to get them 
out in a hurry and to amend or sup- 
plement them later rather than to 
delay the whole business in a search 
for initial perfection. 

Also, there’s natural reluctance on 
the part of officials about inviting 
pressure tactics. Especially true about 
objectives. Time and again the turn 
of the war has made certain limita- 
tions necessary. No good to argue 
about them. Example: Need for 
crating stock to ship munitions took 
much inch lumber away from retail- 
ers. That was that; and no way of 
avoiding it. 

But if need couldn’t be argued 
away, methods could be argued into 
efficiency. Hence the purpose of in- 
formal and frequent conferences with 
association men would be to talk 
about methods, in the hope of avoid- 
ing unworkable formulas. Industry 
advisory committees are good stuff; 
are not always regularly available. 
Washington association men _ are 
available; do know the patterns of 
industry in a practical way. No need 
to issue formal orders or to set up 
formal organizations to get the value 
of their knowledge. Just meet with 
them informally at fairly frequent 
times; say in effect: This is what 
we’ve got to try for, and here’s the 
way we’re thinking of doing it. See 
if you can find any bugs in it. 


Potato Storage 


Said to be a huge potato crop in 
prospect, making the matter of stor- 
age imperative. WFA and USDA 
have gotten out drawings of ap- 
proved storage buildings of several 
types. These plans call for struc- 
tures largely below ground, with con- 
crete outside walls. One curious fact 
is that limitations on inch stock and 
other suitable materials for bin divi- 
sions have forced the engineers to 
specify two-inch stock for these divi- 
sions; normally a waste of material. 

NRLDA is anxious that retailers 
make every effort to supply this stor- 
age material. No question that it’s 
going to be supplied. If retailers 
don’t or can’t, then the government 
will. That potato crop isn’t going to 
be lost. NRLDA doesn’t want potato 
storage to go the way of grain stor- 
age, of unhappy memory. 
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Shestos sidings 


help provide a critical war material 


Long fibre asbestos is critically needed for the manu- 
facture of asbestos textiles and other war products. 
To obtain one ton of long fibre, many tons of the 
shorter asbestos fibres must be mined. Asbestos- 
cement sidings and shingles are the chief outlets for 
shorter fibres. 


To insure adequate supplies of the critically needed 
long fibre, the War Production Board has amended 
Construction Order L-41 to permit the sale of abes- 
tos sidings and shingles, without restriction, for 
necessary maintenance and repair. Here’s what the 
WPB amendment (known as L-41-d) says: 


“Conservation Order L-41 as amended, shall not 
apply to the re-siding of any structure with asbestos 
siding or the re-roofing of any structure with 
asbestos roofing material, where any part 
of the existing siding or roofing as 
the case may be, is in need of 


FLINTROT 


MERICAN LUMBERMAN, August 7, 1943 


/ 












re-painting or other maintenance and repair; ...” 


The degree to which this amendment succeeds in 
solving an important war problem depends upon 
producing and selling the necessary volume of as- 
bestos sidings and shingles. So you understand why 
it is desirable for you to encourage the sale of these 
products. Under these circumstances, it is obvious 
that this development creates new opportunities for 
you... Opportunities to increase your sales and, at 
the same time, to contribute in a very real way to 
the war effort. 


Flintkote Asbestos Sidings...available in three styles, 
three surface finishes and two sizes .. . are 

ideally suited to help you make the most 
of this opportunity. Phone Flintkote first. 

The Flintkote Company, 30 Rockefeller 
Plaza, New York 20, N. Y. Also: At- 
lanta, Boston, Chicago Heights, IIl., 
Detroit, and East Rutherford, N. J., 
Los Angeles, New Orleans and 
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West Coast 
Lumber 


Western softwood mills 
every effort to meet war requirements 
for lumber. Generally speaking stocks 
are low and order files crowded. Many 
producers are having difficulty in obtain- 
ing labor. Lumber buyers are finding it 
a real problem to obtain needed lumber. 


are making 


If the stock you require can be obtained 


The Western Wholesaler 
Will Do His Best For You. 


He is around daily among the mills, pick- 
ing up a little here and a little there, 
putting forth his best efforts to serve his 
customers. 





(Sawmill: Pine 


CARL SODERBERG —Saymill: Pine 
LUMBER COMP ANY Prineville, Ore.) 


Spokane, 
Manufacturers and Wholesalers 


Washington 
Morrill & Sturgeon 
The Mark of Quali 
Lumber Co. oe 


WALES LUMBER COMPANY 
Old National Bank Building 
SPOKANE, - - = WASHINGTON 


Yi ae rh | 


110 Market St., SAN FRANCISCO 11, CALIF. 


DUNCAN LUMBER COMPANY, INC. 


Specialists in Heavy Douglas Fir Clear Cants 
and Shipdecking. 


SEATTLE, WASH. 

















MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 


HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 
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Non-Farm Foreclosures 


Continuing a decline which began 
in 1933, foreclosures on non-farm real 
estate in the first six months of 1943 
were estimated at 14,179, a drop of 
39% from the same period of 1942, 
and the lowest figure for any half 
year in the 16 years for which such 
information is available. 

All 12 Federal Home Loan Bank 
districts participated in the current 
downward movement, with decreases 
ranging from 56% in the Indianapolis 
region to 29% in the New York area. 

The seasonally adjusted index of 
foreclosures for June was 16.1, as 
compared with the average level of 
the 1935-1939 base period (taken as 
100). 


Non-Farm Mortgages 


Recordings of non-farm mortgages 
for the first half of 1943 totalled 
$1,702,679,000, which was 15 percent 
less than in the same period last year 
and 23 percent below the comparable 
1941 total. The estimate is compiled 
from mortgage recordings of $20,000 
or less, reported from all parts of the 
country. 

During June, recordings continued 
their recent month-to-month climb, 
reaching $349,46,000—7 percent more 
than in May and the first month this 
year when activity exceeded the total 
for the corresponding month of 1942. 

For the first half of 1943, mort- 
gages recorded by savings and loan 
associations declined only 10 percent 
from the first six months of 1942, as 
compared with the total reduction of 
15 percent for all lenders. Record- 
ings by insurance companies dropped 
28 percent, commercial banks were 
down 26 percent and mutual savings 
banks, 23 percent. Individual lenders 
registered a 3 percent gain. 


Materials and Contractors 


The prospects for immediate re- 
sumption of prosperity-dimension 
home building after the war, and a 
consequent strong spur to peacetime 
employment, were weighed by the 
Home Building and Home Owning 
Committee of the United States Sav- 
ings and Loan League in terms of 
credit supply, experienced builders, 
and the availability of materials. They 
found the outlook bright on the first 
two counts, and urged planning to 
assure the third. They felt there 
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was next to no doubt about the abund. 

ance of customers for the houses. 
Answering the question “What does 

it take to build a million houses in 


America a year?” the Committee took 
up four basic prerequisites, (1) suffi- fi 
ie., a millionf 
who want newm 
places to live and have steady enough 


cient effective demand, 
families each year 


jobs to afford them; (2) enough credit 
annually to supply mortgage loans to 
the million buyers or builders on a 
small down payment; (8) enough en- 
terprising and experienced contractors 
recognizing good business opportuni- 
ties in starting out to build houses 
as scon as Victory is won; and (4) 
quick return to the dealer yards and 
shelves of the materials needed for 
complete homes. 

The Committee explained that it had 
not made surveys in addition to those 
already conducted by various groups 
to determine the probability of the 
effective demand for a million homes 
a year, but that it accepted the con- 
clusion that maximum employment 
and a high level of income will be 
realities after the war. The probe 
bility for effective demand is strength 
ened, they emphasized, by the increas 
ing volume of money which peopl 
are saving and which can be used as 
down payments on homes. 

The increasing inflow of funds into 
savings and loan associations and ¢ 
operative banks, which institutions 
channel practically all of their funds 
to home lending in peacetime, 
building up a backlog of availabl 
monthly installment credit, at the low 
est cost in history. The Committed 
made a conservative estimate that the 
very first year the war is over thes 
institutions will have available fa 
home lending, if the demand material 
izes, at least $3,000,000,000. It wa 
pointed out that $4,000,000,000 wil 
probably provide ‘sufficient financin 
for a million homes, and that this sul 
will unquestionably be available from 
existing mortgage lending sources 
The savings and loan leaders meal 
while are working on adaptation 0 
their lending plan to provide smaller 
down-payment financing for low ©0 
homes. 

As to the availability of experience 
and enterprising contractors to stall 
building as soon as the restriction 
are lifted, the Committee pointed ov 
that there were 140,000 contractors # 
this country not more than fourteé 
years ago. Out of this group of busi 
ness men, at least half can be assume 
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(Continued from page 34) 

to be alive now, a large percentage 
of them alert to their opportunity, 
and willing to resume construction 
with the financing which savings and 
loan institutions and other home lend- 
ers will have available. The Depart- 
ment of Commerce census of construc- 
tion was the source of the figures. 
It also showed that 43 percent of the 
construction establishments working 
in 1929 had been formed in the first 
six years after World War I, so that 
when business men see the construc- 
tion opportunities opened up by a 
return of peace new establishments 
start operating in the field. 


Building Statistics 


Construction awards in the 387 east- 
ern states aggregated $1,851,272,000 
during the first six months as com- 
pared with $3,723,725,000 in the corre- 
sponding period 1942, according to 
F. W. Dodge Corporation. The decline 
in the three major categories were: 
non-residential building down 54 per- 
cent, residential building down 50 
percent and heavy engineering work 
down 44 percent. The greatest dollar 
declines were in manufacturing build- 
ings, miscellaneous non-residential 
buildings, public works, utilities and 
one family houses all of which are 
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ber and veneer at low cost. 


this modern system. 





Seasoning green hardwoods presents no difficulty to Nickey Bros., MWem- 
phis, Tenn., since converting to Moore System 


Nickey Bros. Seasons Hardwoods 
For War Work With Moore Kilns 


The progressive Nickey Bros. plant at Memphis recognizes 
the value of Moore Cross-Circulation Kilns for seasoning hard- 
woods to desired uniform moisture content. 
brighter in color, flat and straight, without check or degrade,” 


The Moore Cross-Circulation Sys- 
tem has established a standard for 
prompt uniform seasoning of lum- 
You do 
not experiment when you _ install 
Write today. 


MOORE DRY KILN COMPANY 
Largest Manufacturers of Dry Kilns and Veneer Dryers 
JACKSONVILLE 1, FLORIDA 
NORTH PORTLAND, ORE. 
VANCOUVER, 8B. C. 
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types of construction which we: 
pushed in 1942 so as to expand tl« 
nation’s war production capacity a | 
to provide military and naval trainin » 
facilities. 

The month of June showed only a 
minor decline of 2 percent from t' 
preceding month due primarily to 
drop off of $22,577,000 in heavy eng'- 
neering work. Manufacturing buil:- 
ings with a valuation of $53,717,0:' 
was more than double the May tot: 
of $24,206,000 but fell far below t! 
June, 1942 figure of $271,801,000. 

June residential building, amounti 
to $61,508,000, was $1,783,000 bel: 
May, but ran just about a third of the 
June, 1942 total of $185,471,000. 


Post War Building 


Wilson Compton, secretary-man- 
ager, Naticnal Lumber Manufacturers 
Association, speaking recently on 
home building and home ownership 
after the war, included the following 
predictions in his address. 

Many suppliers of building mate- 
rials and equipment will prefabricate 
or preassemble parts which the builder 
can incorporate at substantial job 
savings; kitchens complete with stand- 
ing equipment; bathrooms containing 
fixtures, and plumbing ready to but- 
tcn up, like mill-made doors and 
windows; recreation porches which can 
be attached or detached. 

Factory produced panels including 
movable interior walls, so that one 
room may be converted into two, or 
several rooms into one are obvious 
prospects; as are floor section assem- 
biies and prefabricated wall units for 
exteriors. It will be no more difficult 
to fit them into structures of dis- 
tinctive dimensions and design than it 
is now to fit individual boards—per- 
haps not as difficult; and it may mean 
substantial savings. 

We will see less promiscuous use of 
the hammer and the saw on the job. 
Gradually, we will use fewer nails and 
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more glue. We may likely see wood- 
built houses without shrinkage or 
warping, waterproof, resin-bonded, 


with many laminated parts, and fire 
resistant. 

If, after the war, as I believe, we 
shall need new homes a million a year 
for ten years, the lumber industry 
can do its part, and expects to. In 
number the home building needs will 
be greater than in 1940, by 60 per- 
cent. The average house will 2 
smaller. Improved engineering will 
reduce by 20 percent the amount of 
lumber necessary to build a house. 
The lumber itself will be more largely 
refined, fabricated, treated and asse- 
bled. It will provide more labor in 
the mills and factories. It will ‘e- 
quire less labor on the job. This pro)- 
ably will mean a volume of lumber 
and timber products in home buildi:g 
after the war nearly one-third moe 
than in 1940 and at least a compara! \e 
increase in employment in the woo:ls 
and in the mills. 
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SOUTHE. 


HARDWOODS 


Quality -- In War and In Peace 


With its millions of acres of hardwood timber, the Southland will 
lways be a dependable source of supply for choice hardwood 
The wide variety of Southern Hardwoods provides a just- "ASH 
right wood for every need. The leading producers and distributors : 


lumber. 


listed on this page supply all available standard sizes and grades. 


Chapman & Dewey Lbr. Co.. .Memphis, Tenn. 


Manufacturers for 51 Years of Famous St. Francis Basin 
Southern Hardwood Lumber and Oak Flooring. 
Mills at Marked Tree, Ark. 





Anderson-Tully Company ...Memphis, Tenn. 


For 50 Yrs. Mfrs. Southern Hardwoods—Gum Plywood. 
Semi-Finished Hardwood Dimension. Oak Firg., Short Leaf 
Yellow Pine. 5 Modern Band Mills. 





Reynolds & Manley Lbr. Co.. .Savannah, Ga. 


Mirs. Southern Hardwoods, Pine, Coast Type Red Cypress. 
Can grade- & trade-mark. — odern Dry Kilns. 
5 R. R. connect’ns. Prompt water shipm’ts, foreign, coastwise. 


Augusta Hardwood Co........Augusta, Ga. 


Mirs. High-Grade Band-Sawn Planing Mills 
e . . Hardwood . . Cypress | Dry Kilns 
Air-Dried Roofers . . Timbers 





Pine Plume Lbr. Co. 3iiz, Montgomery, Ala. 
Mirs. Southern Hardwoods, air- or kiln-dried. Specializing in 
Kim-Dried Poplar: also Mixed Cars, with Yellow Pine. 
Serving the Lumber Trade since 1899. 





Louisiana Central Lbr. Co.......Clarks, La. 


Band-Sawn Forked Leaf White Oak, Cherry Bark Red Oak, 
Red and Sap Gum, Poplar, Cypress, Oak Flooring. 
Mixed or Car Lots. 





J. E. Stone Lbr. Co.....Nacogdoches, Texas 


Southem Hardwoods—Band-Sawn—Lignasan-Dipped—Can Kiln- 
Dry—Short Leaf Yellow Pine—Plaming Mill Facilities. 





Georgia Hardwood Lbr. Co...Augusta, Ga. 


Southern Hardwoods, Cypress, Yellow Pine. Annual Capacity 
over 200,000,000 feet. Band Mills in N. Carolina, S. Carolina, 
Georgia, Mississippi. 





J. M. Jones Lbr. Co..........Natchez, Miss. 


Mirs. All Southem Hardwoods and Lo egg i ed. 
Planing and Dry Kilns. Normal Stock, 12 Million Feet. 
Also Yellow Pine Boards. 


Woods Lumber Co..........Memphis, Tenn. 
Band Mills at 
Memphis, Tenn.—Clarendon, Ark.—Greenville, Miss. 
Lignasan-Dipped Hardwoods 
“From Woods to Consumer” 


Chicago Mill and Lbr. Co.......Chicago, Ill. 


111 W. Washington St. Since 188] 
Band-Sawn Delta Hardwoods and Cypress 
Operating Four Modern Band Mills. 











E. Sondheimer Co..........Sondheimer, La. 


Manufacturers Southern Hardwoods and Louisiana Cypress. 
Slack Barrel Cooperage. 
Serving the Trade Since 1872. 


Depend on these producers 
and distributors for all your 
hardwood needs. 





Wax Lumber Co...........Woodville, Miss. 


Manufacturers Band-Scwn Hardwoods and Souther Pine. 
Specializing in Cherry Bark Red Oak, Magnolia and Poplar. 
Annual Cut, 20 million feet. 





McGraw-Curran Lbr. Co... Yazoo City, Miss. 


Band-Sawn Southern Hardwoods. Specializing in Deep Swamp 
Cypress, Cherry Bark Red Oak, Delta Red Gum and Tupelo 
and the famous Yazoo Beech. 





C. W. Parham Lbr. Co......Memphis, Tenn. 
1007-8 Farnsworth Bldg. 


Manufacturers of Southern Hardwoods and Cypress. 
Specializing in Beech and Poplar. All Lignasan-Dipped. 
Band Mill at Meridian, Miss. 


Lightsey Brothers....Miley, South Carolina 


Manufacturers of Southern Hardwoods. Cypress and North 
Carolina Pine. Modem Kilns & Planing Mill Facilities. End- 
Matched Pine, Oak, Maple & Gum Flooring. 








Eastman-Gardiner Hdwd. Co...Laurel, Miss. 


Manufacturers of Southern Hardwoods and Yellow Pine. 
years of satisfactory service to the trade. 





Miller & Co., Inc..Selma, Ala..Jackson, Tenn. 

Operating 5 Bandmills, producin ractically every species 

Spotinen Masinendes ao Stow’ tee. Normal stocks avail- 

able 30.000,000°. Own — surfacers. resaws. Modern 
throughout. 





Angelina Hardwood Company.Lufkin, Texas 


Mills at Ewing. Tex. and Ferriday. La. 
Louisiana Red Cypress and Southern Hardwoods. 

























The new glass block and wood strip interior partition 
goes up as fast as blocks and strips can be removed 
from their cartons and rested in place. No nailing 
or other fastening is required to erect the panel, once 
the framed opening has been prepared. The work- 
man simply slips prefabricated vertical wood mold- 
ings between the glass blocks as shown. The wood 
strips interlock with the blocks by reason of their 
ridged faces which fit into the flutings on the edges 
of the glass blocks. Notched ends of the vertical 
wood moldings, in turn, interlock with the horizontal 
moldings. The whole panel is locked firmly and 
securely in place when prefabricated wood wedges are 
installed at the ends of each course. 


(lass Block Opportunities 


War born shortages of many building materials are 
bringing the dealers’ attention to lines not pushed hereto- 


fore. Some of these lines are great helps in keeping up 
the sales volume and profits. Glass block, non-critical, 
plentiful, and a material which is today saving large quan- 
tities of critical materials in war industries, falls into this 
category. 

In the sash replacement market there are several factors 
which help the dealer sell glass block. Repeated expense 
for painting, caulking and replacement of sash destroyed 
by condensation and corrosion is eliminated, and cleaning 
is much simpler. These factors are important particularly 
in factory work. 

Lighting can be controlled to some extent by the proper 
use of prismatic or light directional glass block, in some 
instances lighting the interior at some distance from the 
window. The insulation value of glass block is consider- 
able, helping both heating and cooling loads and inside 
condensation problems. 

Glass block panels are easily erected by regular masons. 
Metal ties are needed only when the area exceeds 50 square 
feet. Thus the critical material bugaboo is not present. 

For interior partitions the set-in-wood glass block parti- 
tion has a rapidly growing market. Easy and clean to 
erect, and completely demountable these partitions may 
be used for temporary or permanent locations. Offices 
may be rearranged, rest rooms for women can be parti- 
tioned off in plants where women are now employed, and 
can easily be removed or made smaller after the war when 
the proportion of woman workers is not so high. 

Partitions to divide living room and dining room or hall, 
without loss of light, to separate the dinette from the kit- 
chen or to provide a playroom in the basement, can be 
erected easily without the inconvenience and dirt of plas- 
ter or mortar. 
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The glass block cow palace on a farm near Sylvania, Ohio. 
farm market is worthy of dealer attention, particularly today wh 


the farmer is anxious to make improvements on his property, and 


has the money to do many of the jobs he has postponed for 
number of years. Many types of farm structures are potenti 
users of glass block. 


Here, graphically pictured, is the ready-to-promote sash repla 


ment market to be found in industrial plants from coast to coast 
At the left is shown badly worn and broken sash. At the right 


shown completed glass block panels. The improved appearan 
and the economies and advantages make a sash replaceme 
program easy to sell. 
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Because the glass block transmits light from the windows whid 

are approximately 36 feet back from the panel, this reception 

is pleasantly light without artificial illumination. The light is * 

and diffused, yet the lustre of the glass imparts a sense of com" 
and richness to visitors. 
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THIS 1S A 
war ORDER! 


E. J. STANTON & Son 


Box 366, VERNON STATIC 
LOS ANGELES, CALIF 
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he right i 
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® Birch from Canada and Wisconsin 
® Oak from the Appalachians 
® Spruce and Fir from the Northwest 


® Western Pine from Oregon and Cali- 
fornia 


® Mahogany, Balsa and Lignum Vitae 
from Tropical America 


BUT — they won't always be WAR 
ORDERS. 


E. J. STANTON & SON 


INCORPORATED 


a _ 0 East {Ist Street 
ion 
vent is fo) ANGELES 


. of comfo 


CEntury 2-9211 
CALIFORNIA 
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PURITAN SASH CORDS 


help Uncle Sam 


contra bad actors. x 


vA 


No 

Seen oa ai —- have made pup- 
pets out of conquer ations long enough. Now 
Uncle Sam is takitig’ th&wupper hand, and will pull 
the strings to make? these bad actors’ jump. 
Puritan is helpin Bh g "our Uncle” with 
all the cord he ff feeds job right. That 
means there's ° i enoug At 

. the reasonfyou havéttroubleNgetting Puritan 
sash cords nowa ays. 
Don't forget, weljare trying \to give you the service 
you've had in th Sl past, but Wncle Sam Yomes first 


PURITAN 


CORDAGE MILLS, INC. 


LOUISVILLE, KENTUCKY 


Mf'rs. of sash cord, clothes line, and braided and twisted cotton cords 





More Answers to Merchandising Problems 


The following is another group of questions and 
answers developed at the War Conference of the West- 
ern Retail Lumbermens Association held at Portland, 
Ore., in January. The first group appeared in the 
AMERICAN LUMBERMAN issue of June 26. All of 
these questions and answers are being here reprinted 
from a book prepared by W. C. Bell, association sec- 
retary, who acted as moderator of a panel to whom 
the questions were put. As noted in the issue of June 
26 many of the answers given by members of the 
panel provoked spirited discussions, and frequently 
the roles of the audience and the panel were inter- 
changed. The editors of the AMERICAN LUMBER- 
MAN invite discussions on these answers. 


13. What is the difference between public relations and 

advertising? 
ANSWER—Public relations is “dead-pan” 
advertising. Frequently takes the form of 
voluntary community service through civic 
organizations, sponsorship of 4-H Clubs, 
Boy Scout troops or athletic teams, donating 
and maintaining park benches and similar 
items for public use, giving Christmas par- 
ties for children and annual farm parties 
for the farm trade and so forth. Is an im- 
portant, and perhaps, necessary adjunct to 
a well-rounded merchandising program. 
Anything, of course, that projects the name 
of the dealer before the public, or increases 
good will must be classed as advertising, 
but for purposes of differentiation I would 
say that types of activities outlined hereto- 
fore constitute public relations as contrasted 
to the use of verbal or written messages 
directly designed to stimulate sales. 


14. Do you consider public relations to be of major 

or minor importance to an industry? 
ANSWER—Whenever we reach a condition 
of inter-industry competition for the con- 
sumer’s dollar public relations becomes a 
matter of major importance. I think that 
unquestionably such a period will set in af- 
ter the war. It would seem to me that right 
now is the time to begin a sustained public 
relations program to make the buyer of the 
post-war period aware of the importance of 
alloting some or all of his surplus funds 
to building a new home or maintaining, re- 
pairing or remodeling the one he is in now. 
Certainly every industry is going to make a 
determined bid for that consumer dollar, 
and while the most determined bids may 
not get most of it, certainly the industry 
that makes no bid stands a fair chance of 
getting none of it. 


15. What, in your opinion, will be the effect of the 

present interest in publicity with reference to prefabri- 

cation? 
ANSWER—This question is one of the hot- 
test in the industry today. Speculation is 
rife and runs the entire range. There is 
nothing new about prefabrication as an 
idea. Probably it has been with us for the 
last ten thousand years in one form or an- 
other. The tent is the best surviving ex- 
ample, and has been peculiar to all migra- 
tory tribes. It has always been noticeable, 
however, that when a migratory people 
ceases to be migratory, it entertains no 
illusions about prefabrication. In settled 


communities there have been sporadic at- 
tempts at it. One took place in England 
about 200 years ago. In the building boom 
of the late twenties in this century, prefab- 
ricated steel houses were promoted on a 
large scale, but they were abandoned later. 
In the migratory period of the late depres- 
sion years of the thirties, prefabrication 
again came to the fore in the form of auto- 
mobile trailers. Now, in the stress of war, 
the emphasis again is on prefabrication. To 
me it looks like the long tried and best 
tested answer to portable habitation, and 
probably has some advantages where a need 
for inexpensive mass housing is critical and 
must be met in a short time. I think pre- 
fabricated houses will recede from their 
present wartime importance, but will not 
disappear from the picture. There is a place 
for them and a need for them. Out of the 
present heavy emphasis on prefabrication 
there will probably come some developments 
which will decrease the job site fabrication 
operations in what we know as orthodox 
construction. That has always been the 
case. And, through the years, we have come 
up with prefabricated millwork, prefabri- 
cated flooring, and numerous other items. 
I do not look for a sharp change-over to 
prefabrication or any very marked increase 
in its use as a means of providing perma- 
nent housing. 


16. What is the first essential for a salesman to have 
in making a sale? 


ANSWER—A product or service which he 
understands thoroughly and believes in. 


17. What is your opinion of telephone directory ad- 

vertising? 
ANSWER—On a basis of cost, convenience 
and use there is no better medium that a 
retail lumber dealer can place his message 
in than the classified section of the tele- 
phone directory. Advertising in the tele- 
phone directories differs from other types 
in that it is a medium that is used when 
individuals have decided to buy and are 
looking for a place in which to make pur- 
chases. Telephone directories are used by 
the average person for three principal 
reasons: 
1. To locate a source of supply for the 
material they want. 
2. To locate the name and address of some- 
one they know and want to buy from but 
may have forgotten. 
3. To obtain the telephone number or ad- 
dress of some company, an individual is 
trying to locate because it is more con- 
venient to find it in a shorter list. 
Practically everyone uses telephone direc- 
tories. As a result that form of advertising 
should be No. 1 on your list of advertising 
expenditures, and you should have some 
form of representation under each product 
that you offer for sale. It would seem to 
me that in times of reduced traveling, such 
as we are now in, and the need for many 
repair items which you are pushing, that 
this is even a more necessary time to use 
the classified sections of telephone direc- 
tories. 
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This Build-up for Wood 
Expands Your Markets 


Help a businessman save money, or a manufac- 
turer get into production quicker, and you've 
made a staunch friend. That’s what Wolmanized 
Lumber* is doing—making friends. This treated 
wood makes construction long-lived and easy 
on upkeep. 

This is the story we are telling in such papers 
as Business Week, American Builder & Building 
Age, Architectural Forum, Civil Engineering 
and Engineering News Record. Wolmanized 
Lumber—ordinary wood made highly resistant 
to decay and termite attack—is distributed 
nationally through regular trade channels. 
American Lumber & Treating Company, 1646 
McCormick Building, Chicago, Illinois. 


*Registered Trade Mark 


HOT ON THE HEELS of the men laying these Wolmanized 
Lumber* planks come the roofers. This mill building ie ynoet 
















cover in a hurry, the machinery is place 
production. Again, building with wood has 
ot vital war products—a story that’s been re 
times all over the country. 


RESILIENCE of this wood construction — it 


shock —makes it extremely valuable in th 
Wolmanized Lumber adds long life by maki 


resistant to decay and termite attack. 
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FOR ENDURANCE 











J. NEILS 


Lumber Company 


Manufacturing 


Ponderosa Pine 
Idaho White Pine 
Engelmann Spruce 
Fir & Larch 


= = == = UMBER Company aaeda 
SS = == Libby, Montana @ Klickitat, Washington 
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THROUGH ALL MASONRY WALLS 


Lumber dealers: Here are specialties 
you can get behind and push. You can 
boast of their quality. They are time- 
tested and guaranteed to really per- 
form. A material for every waterproof- 
ing job. 

QUICK-SET—1nstantly stops all run- 
ning water and seepage streams. Acts 
like a cork, 

TRICOSEAL—seals stucco, brick, con- 
crete and stone walls against seep- 
age, dampness and moisture. Applied 
inside or outside. Available in colors. 

FLURESEAL —overall waterproofing 





New Delivery Application 
Form for L-290 


Authorization to make and accept 
deliveries of restricted Western lum- 
ber, required under the provisions of 
Limitation Order L-290, is simplified 
and speeded up by the revised applica- 
tion Form WPB 2720 (formerly 
PD-872) just issued by WPB’s Lum- 
ber and Lumber Products Division. 

The prospective purchaser is in- 
structed in the new form to make ap- 
plication for delivery authorization 
only after he has obtained assurance 
from his producer that the approved 
purchase order can be filled. 

Distribution controls established by 
L-290, Division officials pointed out, 
do not provide complete allocation of 
each shipment but channel supplies to 
the most essential needs. In carrying 


ing relates to readjustment of prices 
to the ceiling in effect at some time 
after delivery is completed. This type 
of adjustable pricing cannot be used 
without special permission from OPA, 

“One situation in which OPA might 
approve adjustable pricing after de- 
livery is that which exists when an 
industry knows that a price increase 
for its products is under discussion in 
OPA, and when shipments, as a result, 
might be in a state of suspense as 
sellers await outcome of the price 
discussion.” 


$500 Limit for Certain 
Construction 

In cases where specific WPB au- 
thorization is not required under Order 
L-41 to begin construction, CMP Reg- 
lation No. 5 procedures may be used 
to obtain required materials and prod- 















fer rough or poreus walls such as out this objective, applications have ucts up to $500 in cost, the War Pro- @ The « 

ater ant commas Does a8 geome hitherto been denied when the ability production Board pointed out today. or hutm 
LAPIDENSIN—rransparent iain of the producer to make shipments However, CMP Regulation No. 5 this eng 

waterproof coating for brick, stone, was not known. procedures may not be used to get to house 

Sen seneneen ae 28 a The revised form also asks for the materials or products for any con- wood sé 
Get complete information today! Send preference rating, if ore which has struction work of the type which re- structure 
& postcard for PRES Solder on solving been “ee for the lumber re- quires authorization under Order L-41, tributinc 
all waterproof problems and our specia. quested. In the past some applicants unless the authorization specifically : 
profit-making deal for lumber dealers. have given the preference rating states that CMP Regulation No. 5 may | Wood v 
THE AMERICAN FLURESIT CO which they wished to have assigned be used. 


635 ROCKDALE AVE., CINCINNATI 











Ponderosa Pine 
California Sugar Pine 
Arizona Soft Pine 
White Fir 


WUICHET LUMBER CO. 


Shop—Selects—Common 
Dimension 




















rather than the one already assigned. 

Form WPB 2720 may be filed by 
either the prospective receiver of the 
shipment or the producer. Both will 
be notified of action taken by WPB 
and authorizations will specify the 
time within which deliveries are to 
be made. In this way the producer 
who has earmarked a shipment for a 
particular purchaser will know when 
to ship it if delivery has been ap- 
proved and, if it has been denied, he 
will be able to use the lumber for 
other purchase orders. 

Copies of Form WPB 2720 are ob- 
tainable at all WPB field offices and 


Order No. 50 on Adjustable Pricing in 
Certain Maximum Price Regulations 
on Lumber and Lumber Products, and 
became effective July 27, 1943. 


These points are brought out in In- 
terpretation No. 9 to CMP Regulation 
No. 5, issued July 29, 1943. 


Plywood Producers Must 
Accept All Accredited Orders 

Limitation Order L-150, covering 
the scheduling of softwood plywood, 
has been interpreted by the WPB as 
requiring producers of softwood ply- 
wood to accept all orders for that 
product which meet their regularly 
established prices and terms. 

This condition, the interpretation 
holds, applies to the seller who regu- 
larly supplies only certain types of 


provided with specific maximum prices 
in MPR 432 which became effective 
July 24. Ceiling for these three floor- 
ing materials had previously been un- 





Pattern—Flask from the Lumber and Lumber Prod- purchasers, such as_ wholesalers, job- 
ucts Division in Washington. bers and retailers. He may reject or- @ The inter 
WRITE ders from other types of purchasers be built | 
714 Railway Exchange Bldg., Adjustable Pricing only when it is practicable for such gh 
Chicago 4 An order inserting the standard purchasers to obtain the premhgraree" acta 
OPA uniform adjustable pricing pro- Tedired and in the quantity desired IF 9 aig, 
reg : : aw through regular trade channels. pecially a 
vision in all 35 price regulations for climates. 
lumber and lumber products has been Maple, Beech, Birch a. of 
. oe Ow 
issued by the OPA. Flooring Ceiling of Douglas 
The order is titled Supplementary Maple, beech and birch flooring were J t-wor bi 
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“There are two kinds of adjustable 
pricing,” OPA said, explaining the 
standard procedure, “The first permits 
a buyer and seller to agree that a 
price in a sale shall be adjusted up to 
the ceiling price in effect at time of 
delivery if the maximum price is in- 
creased between the time of sale and 
delivery. No special permission from 
OPA is required in adjustable pricing 
of this kind. 

“The second kind of adjustable pric- 


der the GMPR. The new maximum 
prices are approximately seven per- 

cent higher. For example, maximum 

prices for flooring 25/32 inch thick 

and 2% inches wide tongued, grooved 

and end matched, f.o.b. mill are a8 
follows. 4 
Maple—First grade: $93.50 per M, 2 BUEYs}a 
to 16 feet long; second grade: $88.50 : 
1% to 16 feet; third grade: $73, 1 to 
16 feet. 

Birch—First grade: $84 per M, 2 to 












Lumber Products 


Prompt, efficient agg nd of ae 
mill, excellent quality, ” htly- 
priced Fir, Hemlock, edar, 
Spruce, Red Cedar Shingles. Idaho 
White Pine, Ponderosa Cali- 
fornia Sugar Pine. We strongly 
subscribe to belief that a SATIS- 
FIED CUSTOMER is greatest asset 
of any institution. 


J. G. Kennedy Lumber Co. 


Henry Buliding, SEATTLE 
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@ The interior of one of the Victory 
huts built by Texas Pre-fabricated 
House & Tent Co., Dallas. Walls, 
roof, awning flaps — all are Ex- 
lerior-type Douglas Fir Plywood. 





@ (Right) Another style of hut, es- 
pecially adapted for use in all 
climates. Each contains some 1400 
sq. ft. of Douglas Fir Plywood. 
Plan now to make extensive use 
of Douglas Fir Plywood in YOUR 
Post-war building. 
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are @ Roal Luh on SEND FOR FREE WAR 
USE FOLDER 
+ a MADE LARGER ’ LIGHTER Scores of actual photographs show 
~ it SPLIT - PROOF how Douglas Fir Plywood is serv- 


ing on every battle front and on 
the home front. Write for your copy 
today. Douglas Fir Plywood Asso- 
ciation, Tacoma, Washington. 
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|‘ THE ARMSTRONG COMPANY 





STORM SASH 
ARE 
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HERE’S A PLAN TO HELP 


YOU SELL ’EM 


_ And Here’s How To 
| Lick The Millwork 
Industry’s Oldest 
| HEADACHE 


Today, because of wartime restrictions and 
the government drive to conserve fuel, the 
storm sash market is “Hot.” Few realize, 
however, that dealers are still being judged 
by the products they sell and that on the 
quality of these present products rests their 
post-war future. One simple but impressive 
factor in storm sash quality is the glazing 
job. Glazing material that becomes rock 
hard and loses its bond by shearing is a 
poor means of building prestige and good 


will. Reconditioning of sash is time wasting 
and costly. 





* * 


Several years ago we set about develop- 
ing a glazing material that would lick this 
problem. Arm-Glaze is the answer. You do 
not need to recondition Arm-Glazed sash. 
The material stays permanently elastic, 
absorbing the expansion and contraction of 
the wood. Demand sash glazed with ARM- 
GLAZE. It’s your assurance of a better 


window. 
Made only by 


DETROIT ¢ DALLAS’ « 


Manufacturers of 
Putties, Glazing Compounds, Caulking Compounds 
and Furnace Cements 


BUY WAR BONDS 


is FREE WRITE TODAY 


The Armstrong Company 

245 S. Post Ave., Detroit Michigan 
Please send me your new manual 

‘‘How To Increase Storm Sash 


Sales.’’ Also details on ARM- 
GLAZED Sash. 


CHICAGO 
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16 feet; second grade: $78.50, 1% to 
16 feet; third grade: $64.50, 1 to 16 
feet. 

Beech—First grade: $83.50 per M, 2 
to 16 feet; second grade, $77.50, 1% 
to 16 feet; third grade: $65.50, 1 to 
16 feet. 

Maximum prices for other sizes are 
in the same relationship to the above 
as has existed in regular industry 
practice. 


Appalachian Hardwood 
Price Ceiling Amendment 

New tables of maximum prices for 
white or red oak—structural stock or 
sound square edge and also for freight 
car stock, common dimension, and 


mine car lumber are a part of Amend- 
ment 13 to MPR 146 which pertains 
to Appalachian hardwoods. Tables of 
additions to regular price ceilings on 
all Appalachian hardwoods for Stand- 
ard Special Widths and Lengths are 
also included. 


Boost Southern Pine Ceiling 


Amendment 3 to MPR 19 regarding 
Southern pine lumber provides for: 

(1) $3 per M to be added to prices 
of all sizes and lengths of No. 1 Com. 
lumber in tables 1, 2, 9, and 18. 

(2) a $3 per M addition on all sizes 
and lengths of D grade lumber in 
tables 5, 6, 7, 17, 22, 23, 24, and 31. 

(3) a $4 per M addition on all sizes 





For War Jobs 


K-D 
_ Frames 
and Trim 


Spokane Pine 
Precision 
Frames 


are made of choice 
Idaho White Pine and 
Ponderosa Pine, care- 
fully seasoned for this 
special use. All units 


are precision ma- 
chined, fitting to- 
gether snugly, making 


weather-tight joints. 





A Corner in Our Frame 
Factory 


Put your large or small war orders for stock or special millwork up 


to us. 


Submit your details and specifications for quotations. Our 
plant is modern throughout, our organization skilled. 


For satis- 


faction on your needs, address your inquiries to 





XIC—PRESERVATION 
PPROVED j 


TL. DOOR MFRS. ASSN. 


SPOKANE PINE PRODUCTS COMPANY 
LONG LAKE LUMBER COMPANY 
Spokane, Washington 


August 7, 


and lengths of No. 2 Com. and lower 
grades in tables 1, 2, 5, 6, 7, 9, 17, 18, 
22, 23, 24, 25, and 31. 

(4) a 50 cent per M pieces of lath 
addition to all items in tables 14 and 
29. 

No price increases were provided 
for upper grades or timbers. 


Maximum Log Grading and 
Scaling Charges 


A maximum log grading and scaling 
charge of 13 cents per 1,000 feet, log 
scale, plus one cent per 1,000 feet for 
each different brand of logs in a raft 
in excess of one, has been established 
by the OPA, for the parts of Oregon 
and Washington west of the Cascade 
Mountains. Traveling expenses of 
sealers may be paid in addition to the 
fee. 

The ceiling for grading and scaling 
services is established in Amendment 
No. 2 to Supplementary Services 
Regulation No. 16 (Logging Services) 
to Maximum Price Regulation No. 165 
(Services), effective July 30, 1943. 

Previously grading and scaling ceil- 
ings were rates charged during the 
month of March, 1942, and these in 
the Northwest averaged approxi- 
mately 10 cents per 1,000 feet, plus 
one cent for additional brands on the 
raft. 

The 3-cent rise will have no effect 
on the maximum prices for logs, OPA 
said, because the grading and scaling 
charge is a negligible item in the 
prices of $17 to $45 per 1,000 feet 
which logs command. 


West Coast Log Price Ruling 


Sellers of West Coast logs produced 
in a specific section of the Southern 
Oregon Tillamook District were au- 
thorized by the Office of Price Ad- 
ministration today to charge Tilla- 
mook District prices for logs delivered 
at railroad heads or mill ponds in the 
Columbia River District. 

The pricing procedure is applicable 
to logs produced in Lincoln County, 
Oregon, north of the Siletz River, and 
in Tillamook County, Oregon, south of 
a line running east and west through 
Hebo, Oregon. 





Listing Products for Selling 
to Government 


Manufacturers of lumber or lum- 
ber products, or any other item use- 
ful in the war effort who wish to sell 
to Government agencies or officials 
may have their company names listed 
under the proper classification in a 
book entitled “Directory of Govern- 
ment Supply Contractors” published 
by the Manufacturers Service Bureau, 
Union Trust Bldg., Washington, D.C. 
The directories are distributed exclu- 
sively to Government offices in Wash- 
ington and field offices in all parts of 
the country and are used extensively 
by them in making purchases. Com- 
plete information about the cost of a 
listing and other details of the service 
may be had by writing to the Manu- 
facturers Service Bureau. 
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log A fire retardant coating material designed to reduce the fire 
fee hazard of interior building surfaces and other combustible 
hel materials. Protects against the intense, sustained fire. 
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— wood fibre material and metal. May be applied over a painted 
. the surface, highly moisture resisting. 


aii Shipped ready to use, applied by brush or spray. 
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supplied in concentrated form 
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. . . ASSOCIATIONS & CLUBS 





New England Wholesalers 


A special luncheon meeting of the 
New England Wholesale Lumber As- 
sociation was held July 27 at the Hotel 
Statler, Boston, Mass. and was at- 
tended by forty members, with At- 
torney Howard Hart and Secretary 
Sid Darling of National-American 
Wholesale Lumber Association as 
guest speakers. 

President R. B. Cowles, of the local 
group opened the speaking program 
with a brief outline to date of the 
campaign to win proper consideration 
of the status of the wholesale branch 
of the industry in dealing with the 
various war bureaus in Washington. A 
central committee had been created, 
composed of outstanding wholesalers 
in all sections of the country. Regular 
and special counsel working with this 
committee were in almost daily con- 
tact with the bureau executives in 
Washington, and he felt that real 
progress had been made toward a sat- 
isfactory solution of the problem. 

Attorney Howard Hart devoted a 
half hour to a complete review of the 
rapidly changing attitude of the 
Washington executives as they come 
to a better understanding of the nor- 
mal activities and importance of the 
wholesale branch, both in the produc- 
tion and distribution of lumber. It 
was agreed that the normal margin 
to cover the wholesale services had 
been incorporated in the mill ceiling 
prices fixed by OPA. 

Conferences more recently held in 
Washington had concentrated on the 
task of finding an acceptable formula 
that in actual operation would prop- 
erly compensate the wholesaler for 
his very essential services and encour- 
age a freer production of lumber at 
the plants that ordinarily market 
their product through long established 
wholesale connections that frequently 
control the operation financially. He 
asserted that the defensive stage of 
the Washington discussions had been 
passed and that a constructive plan 
was rapidly being evolved. 

Secretary Darling traced the work 
of the Central committee and ex- 
pressed real satisfaction with the 
gains thus far made in Washington 
developments and the rapidly chang- 
ing favorable attitude of the bureau 
chiefs who are earnestly striving to 
hit upon a plan that will fully meet 
the situation and encourage capacity 
production of lumber at the sawmills. 

Former President Horace A. Bailey 
of Boston and Felix L. LaMar of 
Springfield, who had attended all ses- 
sions of the Central committee in New 
York, spoke briefly and favorably of 
the activities and accomplishments to 
date and expressed the conviction that 
if wholesalers in all sections concen- 
trate support upon this Central pro- 
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gram there will be less confusion in 
Washington as the Bureau chiefs are 
called upon to deal with a proposal 
upon which all wholesale groups are 
in accord. 


Hoo-Hoo "All-Out" Annual 


The International Concatenated Or- 
der of Hoo-Hoo this year has planned 
an unusual and different program for 
its fifty-second annual convention. In- 
stead of the usual convention held in 
one city, it is planned to have a 1943 
Hoo-Hoo All-Out annual, with meet- 
ings throughout the United States 
and Canada, wherever Hoo-Hoo is or- 
ganized. This means that all clubs 
will meet simultaneously, the same 
day, the same hour, all on Hoo-Hoo 
Day, Sept. 9. In addition, wherever 
there are unorganized Hoo-Hoo, the 
individuals will be asked to meet on 
Hoo-Hoo Day to toast Hoo-Hoo and 
the Great Black Cat. 

Milwaukee, the home of the Su- 
preme Snark of the Universe and the 
International Secretary, will be the 
spearhead of this new-style, patriotic 
annual—Milwaukee will be the hub of 
all meetings, and from this central 
point will radiate the details, the Hoo- 
Hoo messages, and the Hoo-Hoo spirit, 
to all participating clubs, gatherings, 
and individual Hoo-Hoo. The program 
will be essentially the same for each 
gathering, followed by Hoo-Hoo busi- 
ness meetings and ccncatenations. 

Complete reports of the meetings 
and pictures, if possible, will be sent 
to the National secretary and will be 
collected into a comprehensive bulle- 
tin, so that all Hoo-Hoo may have a 
complete picture of what transpired 
on Sept. 9, 1943, in the Hoo-Hoo All- 
Out annual. 


Issues Pledge Posters 


All lumber dealers of the Southern 
California area who have signed the 
pledge to conserve automotive equip- 
ment in conformance with the regu- 
lations of ODT have been presented 
with attractive posters, carrying a 
copy of the pledge, by the Southern 
California Retail Lumber Association. 


Maritime Lumber Bureau 


The Maritime Lumber Bureau held 
its fourth annual meeting in Amherst, 
N.S., recently, with about sixty opera- 
tors and shippers and guests present. 

In his report, President G. Percy 
Burchill told of the growth and devel- 
opment of the bureau and paid trib- 
ute to the services rendered by 
Secretary-Manager R. S. (Stanley) 
Cumming, who, in his annual report 
reviewed the work of the last year 
and touched upon the establishment 
of the new spruce grading rules, call- 
ing special attention to the elimination 





of price differentials on shipments 


from different ports. Mr. Cumming 
promised a continuance and develop- 
ment of the association’s program 
during the coming year. He stressed 
the importance of the forest resources 
in the Maritimes and said that the 
economy of the Maritimes in the fu- 
ture will be largely dependent upon 
the manner in which these resources 
are developed. 

G. P. Burchill was re-elected chair- 
man, R. E. Dickie, vice chairman, and 
R. S. Cumming, secretary-manager, 
Directors were also elected. 


Illinois Group Organizes 


The Jo Daviess County Building 
Supply Club was recently organized 
in Galena, Ill., and plans were made 
to meet once a month to discuss mu- 
tual problems and make plans for the 
future. Meetings will be held the sec- 
ond Tuesday of each month. Frank 
Einsweiler, Galena, was elected presi- 
dent, and Homer Stanton, Stockton, 
was chosen secretary and treasurer. 


North Dakota 
District Meetings 


A series of district meetings in 
North Dakota, held under the auspices 
of the Northwestern Lumbermen’s As- 
sociation to acquaint dealers with the 
latest government regulations and 
other problems confronting the in- 
dustry, was concluded Aug. 6. The 
sessions were held at Fargo, Devils 
Lake, Grand Forks, Minot, Bismarck, 
and Jamestown. Each session was 
preceded by a 6:30 p.m. dinner, and 
R. C. Volkert, acting secretary of the 
association, was the chief speaker. 


New Canadian Organization 


A. A. Streatfield, Toronto, president 
of the Ontario Retail Lumber Dealers 
Association, and Horace Boultbee, sec- 
retary-manager of the association, 
visited Fort William, Ont., Port Ar- 
thur, Ont., Sault Ste. Marie, Ont., and 
Sudbury, Ont., during a tour from July 
10 to 16. They were accompanied by 
Mrs. Streatfield and Mrs. Boultbee. 

At Port Arthur, on July 12, 34 lum- 
bermen turned out for a dinner meet- 
ing in the evening; Martin J. Mac- 
Donald, of the Thunder Bay Lumber 
Co. Ltd., Port Arthur, acted as chair- 
man and announced that the Fort Wil- 
liam and Port Arthur dealers had or- 
ganized themselves as the Lakehead 
Retail Lumber Association and they 
were accepted into the Ontario Retail 
Lumber Dealers Association as a 
body. 


Coming Conventions 


Aug. 18-19—Western Pine Association, 
Palace Hotel, San Francisco, Calif. 
Semi-annual. 

Sept. 9—International Concatenated Or- 


der of Hoo-Hoo. An All-Out annual, 
with simultaneous meetings through- 
out the United States and Canada. 

Sept. 16-17—National Hardwood Lum- 
ber Association, La Salle Hotel, Chi- 
cago. War service conference and 
annual. 
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RESTERSON-RLAMATHSOFT PINE 


Cut from large Klamath Basin Ponderosa timber, Kester- 
son stock is of finest quality and texture. The Kesterson 
plant is the newest and most modern in the Klamath 
Falls area. Méilling facilities are unexcelled. Annual 





capacity 50 million feet. 


MESTERSOM LUM BTR 
Corporation siamatn Fats, Ore. 




















Hardness Endurance 







Push 
HOLT 
Maple 
Flooring 


NOW 


Strength 


Beauty 
























Service 
TROT 
HOLT Maple Floori 
aple Flooring 
Our Baltimore Go after repair business NOW, 


Mr. Lumber Dealer. You can make 
many a sale of Holt Maple Floor- 


ing. This is the flooring that wears 
JAM ES LUMBER co. like stone—the flooring of beauty, 
and F. BOWIE SMITH | with the dense, even grain—pre- 
ferred for fine homes, public build- 
Carry a Complete Line of ings and factories. 


HOLT FLOORING | ocx beech cna Birch. Full line 


of heavy-duty flooring. 


Wholesale Distributors 





Address Communications to 


JAMES LUMBER CO Member Maple Flooring Mfrs. Assn 








or F. BOWIE SMITH — SALES OFFICE: 1204 Conway Bidg., CHICAGO, ILL. 
rr. 

Foot of Wills Street Holt Hardwood Co. Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 
BALTIMORE, MARYLAND ccna, Wie. 





MEDFORD CORPORATION 


MEDFORD, _ OREGON 


Manufacturers of Kiln Dried 
Ponderosa Pine ... . . Douglas Fir 
Sugar Pine . .. . . White Fir 


Members Wester Pine Assn., West Coast Lumbermen’s Assn. and West Coast Bureau of Lumber Grades and Inspection. 
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Home Planner's Scrapbook 872 


To assist lumber dealers in uncov- 
ering gilt-edge prospects who will 
build after the war, and in keeping 
them alive during a period of inactiv- 
ity, Anderson Corporation has de- 
signed a new Home Planner’s Scrap- 
book which the prospect can use to 
collect and organize his own ideas. 





The book (sold to the prospect for 50 
cents) has separate pages for listing 
ideas for  living-rooms, bedrooms, 
kitchens, dining rooms, ete. 

Anderson Corporation furnishes all 
the necessary material to promote this 
idea—sample scrapbook, scrapbook 
display for counter use, circulars to 
be mailed to prospect lists, newspaper 
advertising and other publicity ma- 
terial. 

For further details, check 872. 


New Plywood Price List 879 


A new Warehouse Price List has 
just been published by Atena Ply- 
wood & Veneer. Although many 
items formerly carried by this com- 
pany are no longer available and 
replacements on others are uncertain, 
the catalog still offers a wide selec- 
tion of stock. 

The new price list shows quantities 
on hand. These, of course, are sub- 
ject to prior sale and change quickly. 
Priority requirements on the various 
items are also shown. 

To receive a copy of this new price 
list, check 879. 


New Process Welds Metal 
and Wood 878 


A method of joining thin sheets of 
stainless steel or aluminum to plywood 
with a bond stronger than the mate- 
rials themselves, has been recently 
announced by the U. S. Stoneware 
Company. The new method, known as 
the Reanite Bonding Process, may be 
used to bond metal to metal, rubber, 
synthetic rubber, plastics, leather or 
wood to metal, or to each other. It is 
claimed that in repeated tests in metal 
fabrication the Reanite joint proved 
stronger than either riveted or spot- 
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BAY NO DUC US 


LITERATURE 


welded assemblies, and in tests of 
bonds formed between non-metallic 
materials or between metals and non- 
metals, the materials themselves gave 
way before the bond. 

Prefabricated housing units, light- 
weight, durable kitchen cabinet 
assemblies, refrigerators, furniture 
and other products combining the de- 
sirable properties of wood, metals and 
plastics are thought to be reasonable 
certainties for the application of this 
new process. For additional informa- 
tion, check 878. 


New Roofing Catalog 875 


The Celotex Corporation has just 
issued a unique Finger-tip Roofing 
Catalog-Price List for dealers, giving 
all the essential specifications on each 
Celotex roofing product together with 
complete blank forms for inventory, 
costs and selling prices. 

Designed to fit into the dealers’s 
specification file, the price list has 
colored index tabs to identify each 
division. The entire brochure is made 
of loose leaves, plastic bound, so that 
new inserts may be made in the fu- 
ture. To receive a copy check 875. 


New Tractor Grip-Lug 871 

A tractor grip-lug recently devel- 
oped by Allied Steel Products, Inc., 
makes it unnecessary to tear down 
the track assembly and_ replace 


grouser-shoes with new parts after 
they have become worn to such an 
extent that traction efficiency is im- 
paired. 

This new Bulldog brand tractor 
grip-lug will restore the gripping 
power of the track merely by welding 











on to the old grouser-shoe a specially 
designed steel bar with a groove and 
bevel to facilitate laying welding bead 
along the edge which holds the bar 
and grouser-shoe together as in a vise. 
The material is a special analysis 
work hardening steel which gets 
harder with use and often outlasts the 
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original grouser. Over 80% of the 
metal of the old shoe is salvaged, and 
the tractor is put back in good con- 
dition without delay and at less re- 
placement cost. 

For additional 
871. 


New D-C Vertical Motor 873 


A new line of direct-current vertical 
motors ranging from 40 to 200 hp. at 
1750 rpm, and in equivalent ratings at 
other speeds, has been announced by 
General Electric Company. The new 
motors are designed for low-thrust, 
solid-shaft applications on pumps, ma- 
chine tools, and marine underdeck 
auxiliaries. They are also desirable in 


information, check 





k “ me wail 
cases where valuable floor space must 
be saved or the expense of gearing 
avoided. The motors are of dripproof, 
protected construction, providing com- 
plete protection from dripping liquids 
and falling objects. A special bearing 
housing prevents grease from enter- 
ing the motor and damaging commu- 
tator and windings. Item 873. 


Steel Belt Lacing 874 


The Bristol Company has just pub- 
lished a four page folder covering its 
line of steel belt lacing. The Bulletin 
No. 773, gives prices, sizes, and de- 
seriptive information covering this 
widely used product. To receive a 
copy check 874. 


Aid to Sawmill Operators 


Valuable suggestions for reducing 
labor requirements and for increasing 
the life of machinery in small saw- 
mill operations are included in a bulle- 
tin, “Operating Small Sawmills in 
Wartime” released by the U. S. Forest 
Service. 

Useful information on all phases of 
sawmilling is included, from tips on 
the most efficient methods of cutting 
logs to suggestions for keeping rec- 
ords to compute incomes taxes. Point- 
ers on mill operation show how small 
mills can be set up to improve effi- 
ciency, and how the life of the mill 
can be prolonged by proper care. 
There are a number of designs for 
efficient log and lumber moving equ!p- 
ment that can be built by any good 
blacksmith. Particularly valuable are 
the sections on stacking and drying 
lumber, which point out methods by 
which the grade and value of lumber 





The 



































AMERICA, 












re- 


1eck 


873 
tical 
». at 
's at 
1 by 
new 
rust, 
ma- 
deck 
le in 








Always a 
dependable 
siding 

















must 
aring 
proof, 

com- 
quids 
aring 
onter- 
mmu- 


874 
pub- 
ig its 
etin 
d de- 
this 
ive a 


lucing 
asing 

saw- 
bulle- 
Is in 
‘orest 


ses of 
ps on 
utting 
x rec- 
Point- 
small 
e effi- 
e mill 
care. 
1s for 
equip- 
- good 
le are 
drying 
yds by 
umber 


RMAN 








The Brand That Stands for Quality 
in Western Red Cedar 


SIDING 


Long a favorite siding in peacetime, de- 
mand for “T-F’’ Brand in wartime is ex- 
ceeding our capacity to produce. Behind 
“T-F” Brand is a record of more than 30 
years of customer satisfaction. 


THURSTON - FLAVELLE 


LIMITED 
Port Moody, B. C., Canada 


Exclusive Cedar Manufacturers Since 1912 




















REG. U. S. PAT. OFF. 


SAMSON SPOT 


SASH CORD 


the most durable 
material for hanging 
windows 


* 


WHERE THE NEED IS GREATEST 
Samson Braided Cords Serve Best 
Now and Always 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 























TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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BILES- COLEMAN LUMBER CO., Inc. 


OMAK-KWALITY 




















Window, Door | District Sales | 
and Cellar _ Representatives 
FRAMES | He Si Wenepe, ene | 
reat } , IL, 
Trim, Mouldings, Casing, || wah. if" trip 
Base, Finish Lumber, Furni- | RA FR 4 
ture Specialties, Etc. | i nh Sy 
Member Western Pine Assn. oh | 
OMAK, 
WASH. 
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Fly Seven Cloth 


KEYSTONE BRAND” 


BLACK GALVANIZED 
PLASTICS 


Complete range of widths 
and meshes to conform with 
government regulations. 


Allow us to quote 
Phone 631 


THE 


Seneca Wire & Mfg Co. 


FOSTORIA, OHIO 




















I will arrange financing—basic capital or 
supplementary credit—for any safe busi- 
ness in which I may participate in profits, 


A. D. Burdette, Meridian, Miss. 





Douglas Fir 


Timbers, Dimension 
and Boards. 


Sawmill Capacity 
200,000 ft. per day. 


L. H. L. Lumber Co. 
CARLTON, ORE. 


E. J. Linke Guy Haynes 











ALTFORNIA 


SUGAR & WESTERN 
PINE AGENCY 
#1 MONTGOMERY ST 


AN FRANCI > CALIFORN 


SUGAR «tre Lumber 
ts and 
PINE  : 


Shop 
California Ponderosa Pine- 
Mouldings and Cut Stock | 


Pp ‘ S pe < 74 f 4 Y. ims 


produced by the average small mill 
can be materially increased. 

Free copies of the booklet are avail- 
able for distribution upon request to 
the Regional Forester, U. S. Forest 
Service, Atlanta, Ga. 


“New Magic in Wood" 


American Forest Products Indus- 
tries has just announced the release 
of a third supplemental forest indus- 
tries reader for schools. The illus- 
trated 36-page booklet, intended for 
use between the fifth and ninth grades, 
is titled “New Magic In Wood.” It 
covers the uses of the forest harvest 
with emphasis on the increased service 
of wood because of recent technical 
developments. 

The booklet is designed to give the 
student an appreciation of the versa- 
tility of cellulose and lignin, both in 
the natural state and in numerous 
materials of recent origin. It explains 
how, because of the renewable nature 
of timber resources, industrialists are 
encouraged to continue their efforts to 
find new uses for wood. 

Distribution of the new publication 
to teachers will start in the fall. Mean- 
while, forest industries may secure 
quantity lots for local controlled dis- 
tribution by writing to the Public Re- 
lations Dept., American Forest Prod- 
ucts Industries, 1319 Eighteenth St., 
N.W., Washington, D. C. 


“The ABC of Electronics at 
Work" 877 


The fundamental principles of the 
six basic ways in which electronic 
tubes function are explained in a new 
36-page booklet announced by West- 
inghouse Electric and Manufacturing 
Company. 

Schematic drawings of tube con- 
struction and diagrams showing typi- 
eal circuits for the various functions 
are used to explain how electronic 
tubes rectify, amplify, generate, con- 
trol, transform light into current and 


current into light. Industrial and 
military applications for each of the 
six basic functions are described and 
illustrated. High frequency heating 
as now used in making plywoods, 
resistance welding control, radio and 
radio-telephony, television, industria] 
and medical x-ray are a few of the 
electronic devices that are included, 
A copy of booklet B-3260 may be 
secured by checking 877. 


‘New Talk-A-Phone 876 


Illustrated is a Master Station and 
Sub-station in The Talk-A-Phone Mfg, 
Company’s new line of inter-communi- 
cation equipment. By utilizing this 
new system, Model LP-77, Master Sta- 
tions may carry on a private conver- 
sation without interruption or eaves- 
dropping by the remote stations and 
may communicate with the different 
Sub-stations at will. Any Master 


Station may also have a private Sub- 
station with which no other Master 
can communicate or listen in on. 

With the innovation of “Selector 
Type” Sub-stations, these outlying 
stations can now select the Master to 
which they wish to speak and origi- 
nate the call. Thus a flexible inter- 
office communication system may be 
had with instant contact to all vital 
points without the use of a cetnral 
switchboard operator. 

An eight-page catalog illustrating 
all of the Talk-A-Phone Inter-Com- 
munication systems may be obtained 
by checking 876. 








For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the particular items in question. Sign the coupon. 
clip it and mail it to the AMERICAN LUMBERMAN, 431 So. Dearborn St. 
Chicago, Ill. The desired information will be forwarded promptly. 


871 872 873 
877 878 


City and State ... 


874 875 
879 
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- « Reports from 








Lumber Markets 





Information contained in this department comes directly from American Lumber- 
man representatives located in these cities. 
Baltimore, Md.; Buffalo, N. Y.; Cincinnati, Ohio; New York City: Philadelphia, Pa.; Norfolk, Va.; 


Shreveport, La.; Memphis, Tenn.; New Orleans, La.; Jacksonville, Fla.; 


ham, 


General Review 


The call for lumber for the war ef- 
fort, though in steadily diminishing 
volume, is facing a production volume 
that has receded far below current 
war requirements, until the mills to- 
day are in a tighter position in the 
matter of accepting new business 
than at any time in recent months. 

The manufacturers outstanding 
problem is the recruiting of manpower 
for work in the woods and mills that 
will enable him to produce the lumber 
called for by the war agencies and get 
it to the jobs when and where needed. 

The problem of the wholesale 
branch is to wring from certain bu- 
reau executives in Washington proper 
evaluation of the wholesale services 
that will enable that group to function 
at top speed both in the production 
and distribution of lumber called for in 
the war effort by WPB and CPA and 
under the price regulations of OPA... 
The retail branch with its selling field 
sharply circumscribed by the ban 
upon home construction, and its buy- 
ing field reduced almost to the vanish- 
ing point by the stock “freezing” or- 
ders at the mills, must now govern its 
sales of all soft-wood lumber items by 
the recent order of OPA effective 
June 29 which establishes “ceiling” 
prices at all distribution yards both 
wholesale and retail. 

This new order comes after months 
of study by OPA and will be subject 
to further revision as more cost in- 
formation comes in from all corners 
of the country. Under this new regu- 
lation the dealer, in fixing the cost of 
an item in his stock, takes the mill 
ceiling for that item to which he is 
permitted to add the transportation 
charge from the base shipping point, 
plus the 3 percent transportation tax 
and a five dollar handling charge from 
car to his yard piles. To this com- 
bined cost his permitted markup is 
based upon the quantity in each sale. 
For quantities over 1000 feet he may 
add 30 percent, but for lesser lots he 
may add 50 percent, while for sales 
under $7.50 the markup may be 60 
percent to cover the extra cost of the 
service. To the delivered cost of lath 
and shingles the dealer is permitted 
to add a handling charge of 60 cents 
per thousand for lath and 30 cents per 
square for shingles. 

The above gives in brief outline the 
basis upon which current sales at the 
retail yards must be made. For sales 
In lots of more than 5000 feet either 
from wholesale or retail stocks the 
markup over cost may not exceed 10 
percent but to this total may be added 
the normal cost of delivery to the job. 
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ouston, Tex.; Birming- 


Ala.; Kansas City, Mo.; St. Louis, Mo.; Minneapolis, Minn.; Portland, Ore.; Seattle, Wash.; 
Spokane, Wash.; Tacoma, Wash.; San Francisco, 


alif.; ‘Boston, Mass. 


OPA executives assert that the for- 
mula used has given full consideration 
to the higher operating costs prevail- 
ing in retail distribution. At best the 
order is preliminary to permanent 
ceilings which will later be established 
as studies are made showing the ef- 
fect of these prices upon the econom- 
ics of retail distribution. 

From the viewpoint of the whole- 
saler, his economic and service status 
with the Washington executives deal- 
ing with lumber production and dis- 
tribution is still clouded though clear- 
ing rapidly as practical reasoning 
supplants the academic and socially 
based thinking of many third rate 
lawyers and theorists who would plan 
the war program from text books 
rather than from the commercial 
training and experience of leaders in 
each industrial group. That the serv- 
ices of the lumber wholesaler is essen- 
tial in achieving maximum production 
and distribution of a commodity that 
is now rated as “tops” in the war pro- 
gram, is now assented to by many of 
the bureau chiefs in Washington. 
Within the month outstanding repre- 
sentatives of this branch of the indus- 
try in conferences in Washington have 
met wholehearted cooperation in ef- 
forts to develop ways and means for 
full participation of the wholesale 
branch in services to the war program. 
Just how shall the wholesale service 
be compensated? If the OPA maxi- 
mum price at the mill applies to both 
wholesaler and retailer and the for- 
mer is barred from turning the pur- 
chase over to a customer at a higher 
level there would be no compensation 
for his service. 

A Washington proposal would meet 
the situation by introducing an “over- 
age” above mill ceiling price but this 
is objected to by industry spokesmen 
on the ground that it would be a de- 
parture from time honored trade prac- 
tices, and could not be followed in the 
post-war era. Other plans are being 
evolved. Washington is_ sincerely 
working for a solution of this vexed 
problem. The central committee of 
wholesalers drawn from every section 
of the country is aiding vigorously in 
working for a clear cut and equitable 
plan under which all wholesale units— 
North-East-South or West may oper- 
ate upon a sound economic basis. 


Lumber shipments of 472 mills re- 
porting to the National Lumber Trade 
Barometer were 3.2 percent below pro- 
duction for the week ended July 24. 
In the same week new orders of these 
mills were 0.03 percent greater than 
production. Unfilled order files in the 
reporting mills amounted to 106 per- 
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cent of stocks. For reporting soft- 
wood mills, unfilled orders are equiva- 
lent to 41 days’ production at the cur- 
rent rate, and gross stocks are equiva- 
lent to 36 days’ production. 

The wholesale price index (1926 = 
100) for lumber was 136.6 for the 
week ended July 24, 1943. 


Demand 
Eastern Market 


The call for lumber in the war effort 
continues to absorb all available sup- 
plies to the exclusion of civilian de- 
liveries. The production of lumber in 
NEW ENGLAND that would be avail- 
able for this market is held at low vol- 
ume by the lack of manpower for the 
woods and mill crews. Illustrating the 
extent of this handicap one manufac- 
turer had called back into service two 
former expert mill workers, one who 
had lost an arm, the other a hand. 
They were assigned to responsible 
posts in the mill but were soon en- 
ticed away to fill war plant jobs at 
substantial wage increases. If the 
wage stabilization plan of the War 
Labor Board is brought to bear there 
is little chance that the war plant 
workers scale will be cut or that the 
sawmill workers wage scale can be 
brought up to the level of the war 
plant workers unless OPA steps in 
with ceiling prices for New England 
forest products much higher than pre- 
vails today. The retail yards are deal- 
ing with new ceiling prices covering 
most lumber items that became effec- 
tive on June 29. They appear to have 
been accepted with little comment 
either pro or con pending results from 
actual operation. 

Sellers of Canadian lumber in direct 
mill-shipment transactions henceforth 
may charge FOB mill prices plus actual 


transportation charges from point of 
shipment to destination, BUFFALO 
OPA announced. 

Previously freight to destination 


was computed on one of three basing 
points in Canada: Campbellton, N. B.; 
Mont Laurier, Que.; or North Bay, 
Ont., whichever was applicable. Effec- 
tive August 4, the regulation is ex- 
pected to aid in broader distribution 
in the U. S. of Canadian hardwood. 
There are a few government con- 
tracts being pushed in Norfolk that 
are taking quite a lot of small and 
large sizes rough, as well as rough 
framing. The box manufacturers con- 
tinue very busy but are having great 
difficulty getting sufficient good dry 


rough lumber of any kind to enable 
them to get out their present contracts 
for the government and others on 
schedule time. 


Southern Market 


The lumber situation at MEMPHIS 
remains chaotic with little business for 
the retailers who, have no war con- 
tracts. Prices for all items remain at 
ceiling levels with only fractional vari- 
ations or concessions. 

Evidence of the tightness of the sit- 
uation was revealed here last week 
when the U. S. Engineer’s Central Pro- 
curing Agency sought to buy 25,000,000 
feet of softwood and hardwood board 
and dimension stock, dry or green. It 
got only about one-half the quantity 
sought. Lumber manufacturers have 
been complaining of labor shortages, 
principally in the woods and the War 
Labor Board has sought to alleviate 
the situation by raising the minimum 
pay to 50 cents an hour. Initially it 
was 30; then 40 cents. At the same 
time the OPA increased its ceiling 
prices for the finished lumber to take 
eare of the increased pay. General 
opinion in the industry is that the 
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“pardon came too late” for the labor 
is just not to be had. 

The government's agents sought lum- 
ber principally for boxes and crates for 
war materials and for dunnage. A 
small amount was sought for govern- 
ment furniture, principally sap gum 
for beds for army camps. 


North Central Market 


Demand and potential demand for 
northern pine, much of which is not in 
evidence because retailers realize the 
futility of placing orders for certain 
material with any hope of speedy de- 
livery, continues heavy, MINNEAPOLIS 
sources report. With threshing and 
other farm activities at their peak, 
rural needs are not as acute as previ- 
ously but low grade boards and simi- 
lar material are certain to be in in- 
creased demand for storage bins and 
cribs in the near future. Many north- 
west farmers would erect new silos if 
they could obtain the material and 
barn repair work—machinery'§ sheds 
and small animal housing units will re- 
quire considerable material if it is 
available. 


Southwestern Market 


Wholesale volume in the seven states 
served by the Federal Reserve bank of 
KANSAS CITY in June were 13 percent 
less than a year ago. The smaller 
volume did not mean that demand was 
lacking but was due to the broken 
condition of inventories and the scarc- 
ity of stocks resulting from reduced 
mill operations. Retailers’ volume as 
reported by 141 vards in the Kansas 
City area for June was 17 percent less 
than a year ago and 10 percent under 
the previous month's total. For the 
first six months of 1943 wholesale vol- 
ume was 30 percent under a year ago: 
retail sales were off 18 percent. 


West Coast Market 


Cognizant of the fact that estimates 
of lumber consumption in the United 
States during 1943 were recently re- 
vised upward almost 10 percent and 
that lumber and lumber products for 
purposes not directly related to the 
war effort will become increasingly 
scarce, shippers affiliated with the 
California Fruit Growers’ Exchange 
are preparing to use second hand con- 
tainers for the shipment of a portion 
of the current season’s citrus crop. 

The decision to employ used contain- 
ers was prompted by a desire to offer 
complete cooperation to the Food Dis- 
tribution Administration in the cam- 
paign to conserve fruit and vegetable 
containers, as well as by a desire to 
conserve lumber. 

Dimension and boards continue the 
principal need of the government in 
the PUGET SOUND area as was shown 
at an auction in Eugene, Ore. Domes- 
tic markets also seek this lumber with 
the result that some mills need plank 
and timber business. No lumber is 
going into stock for any period worth 
mentioning and in general any lumber 
available is snapped up. teleases are 
being liberalized by George B. Carpen- 
ter, administrator of L-218 when lum- 
ber can be found. All one inch cover- 
ing stock is badly needed by retail 
yards and any grade will be accepted. 

Considerable quantities of lumber are 
moving into domestic channels. In 
SEATTLE new home building and re- 
modeling of stores into dwelling units 
is very noticeable. In one old district 
every other block has carpenters work- 
ing changing over store space to resi- 
dence. 

There is excellent demand for all 
types of lumber, according to TACOMA, 
Wash., lumber operators. The cry is 
particularly loud for structural tim- 
bers. One unusual phase of the situa- 
tion is the particularly heavy demand 
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for lower grades of lumber, currently 
so heavy that mills are finding it im- 
possible to meet all requests. Mill men 
report that their surveys indicate that 
stocks on hand in retail yards through- 
out the country are so low that it would 
probably take at least six months of 
uninterrupted attention on the part of 
all mills to build them up to their nor- 
mal inventories. 


Supply 
Pines 


A slump in all phases of the SOUTH- 
ERN lumber industry for the first half 
of 1943 as compared with the corre- 
sponding portion of 1942 is reported 
by the University of Texas Bureau of 
Business Research. 

Average weekly production per unit 
Was down 16.2 percent, shipments de- 
clined 22.5 percent, and average un- 
filled orders on June 30 were 15.7 per- 
cent below a year ago. June produc- 
tion was down one-half per cent from 
May and shipments down 2.6 percent. 

The supply of lumber in the KANSAS 
CITY area has not scored its usual 
seasonal expansion although logging 
weather has been favorable. The Fed- 
eral Reserve bank of Kansas City re- 
ports that inventories increased only 8 
percent from May to June and that 
stocks were only 4 percent larger than 
a year ago. Orders on file are well in 
excess of production and no change in 
the situation is expected for a while. 

A sharp increase in production of 
northern pine has been recorded dur- 
ing the past fortnight, MINNEAPOLIS 
sources report, about 7,000,000 million 
feet having been turned out in the 
head of the lakes region, or some 
800,000 feet more than was produced 
during the two previous weeks. The 
figure totals in excess of that for the 
corresponding two weeks in 1942, but 
still leaves the retail yards elamoring 
for material, since most of the output 
still is going in Canadian and United 
States government projects. Shipments 
during the past two weeks total well 
over 3,000,000 feet. The June report of 
the Northern Pine Manufacturers Asso- 
ciation reveals that its mills produced 
11,625,000 feet of pine during that 
month as compared with 14,355,000 feet 
during the corresponding month last 
year, and that up to last week in 1943 
the total cut is 41,555,000 feet as com- 
pared with 56,655,000 feet during the 
corresponding period in 1942. 

Lumber production in ARIZONA rose 
10 percent in 1942, according to figures 
compiled by Lee Kirby, supervisor of 
Tonto National Forest. Unlooked for 
developments excepted, the 1943 cut 
should show another sharp advance un- 
der stimulation of wartime demand, 
Kirby reported. 

The 33 large mills which were active 
last year produced 143,138,000 board 
feet, according to Kirby’s report. In 
addition a small output mainly rough 
lumber for concrete forms, etc., was re- 
ported from small portable mills which 
produce less than 50,000 feet a year 
each. 


Hardwoods 


Hardwood manufacturers are prac- 
tically out of dry lumber at MEMPHIS 
and with heavy backlogs of unfilled or- 
ders. Production remains at less than 
75 percent of normal because of the 
labor shortage and lumber produced is 
being shipped as quickly after produc- 
tion. 

One feature of the hardwood lum- 
ber trade, recently has been the will- 
ingness of the furniture manufacturers 
to take anything in the way of odd 
woods, such as elm, hackberry, pecan, 
and other not so heavily used woods, 
such as gum and oak. When the war 
is over, the uses found for these un- 
common items will be such that it is 
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expected to open a good demand for 
them. The army is taking about all 
the oak and hickory the mills can turn 
out at present, and there is very little 
of these items being put on stock for 
future shipment except the accumula- 
tion of short lengths derived from 
skoots (pieces cut from the large butt 
end of hardwood logs). 


West Coast Woods 


TACOMA, Wash., lumber mills are 
operating steadily and at capacity 
as they strive to keep pace with a 
huge flood of government business that 
is virtually monopolizing their produc- 
tive effort. Aside from the fact that 
the operators are able to give little at- 
tention to civilian business, they are 
not finding the situation too bad. 

Lumber production in the western 
states is being hampered by an acute 
labor shortage and simultaneously a 
shift in the character of the demand 
for lumber is occurring, Eliott J. Swan 
of the research division, Federal Re- 
serve Bank, SAN FRANCISCO, declared 
in a report presented at the recent 
meeting in Los Angeles of the Pacific 
Coast Transportation Advisory Board. 

Swan stated that national require- 
ments for construction lumber are ex- 
pected to decline in 1943 by one-half 
from the previous year, but that box- 
ing and crating needs, of particular 
significance to western pine producers, 
are expected to require one-third 
more lumber than in 1942. Swan esti- 
mated that carloadings of construction 
materials in general in 19438 will be 
down about 15 percent from last year. 


Logs ' 


Input of logs has been better due to 
favorable weather in SEATTLE. No 
stops have been made for fire weather 
or fires and rain has been sufficient to 
make operations safe. 

Log output for the lower coast re- 
gion is approximately 10 percent below 
June last year, but total scalings 
reached 220,242,729 f.b.m., bringing the 
half-year production figures to 958,564,- 
239 f.b.m., exceeding previous. esti- 
mates. 

Production of spruce increased by 
4,827,551. May log scale was 270,830,000 
feet. 

Comparative figures for the first six 
months of 1942 and 19438 for the Van- 
couver Forest District (lower coast) 
are as follows: 

1942—Douglas fir, 718,082,843; cedar, 
269,249,458; hemlock, 269,763,573; other 
species, 88,216,387; total, 1,345,312,261. 

19483—Dougelas fir, 504,489,784; cedar, 
168,766,016; hemlock, 203,733,487; other 
species, 81,574,952; total, 958,564,239. 


Shingles 


The production of red-cedar shingles 
in the United States for the month of 
May 1943, amounted to 299,675 squares, 
a decrease of 5.2 percent from the 316,- 
222 squares for April, and a decrease of 
36.9 percent from the 474,786 squares 
reported for May 1942. Shipments for 
May 1943 amounted to 302,538 squares, 
a decrease of 3.9 percent from the 
314,975 squares for April 19438, and a 
decrease of 36.5 percent from the 476,- 
471 squares for May 1942. Imports 
of red-cedar shingles from Canada 
amounted to 128,141 squares for the 
period from May 1 to May 31, 1943, in- 
clusive. 

No action towards a higher ceiling 
or increased wages for shingle weavers 
has yet been taken. Meantime the 
shingle industry is in very bad shape. 
Production at last report was 57 per- 
cent of normal. British Columbia mills 
ean ship only 60 percent of their out- 
put to the American side. It is esti- 
mated one-third of the shingle mills 
around Seattle are losing money; only 
those that can operate steadily are 
getting by. 
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National Production, Shipments, and Orders 


Following is the National Lumber Manufacturers’ Association’s report for 
the week ended July 24, covering mills whose statistics for both 1943 and 1942 
are available and percentage comparisons with statistics of identical mills for 


the corresponding period of 1942: 


Av. No. Per- Per- Per- 
Mills Production cent Shipments .cent Orders cent 

SOFTWOODS: Rptg. ° 1943 of 1942 1943 of 1942 1943 of 1942 
Southern Pine ..... 111 18,866,000 68 19,888,000 62 20,259,000 68 
West COMBE” oc ccc ce 142 114,394,000 95% 115,618,000 85 119,337,000 83 
Western Pine ...... 97 88,411,000 SD 76,625,000 S4 67,981,000 SO 
Calif. Redwood..... 12 9,917,000 94 13,396,000 107 27,674,000 159 
Southern Cypress... 7 764,000 66 1,512,000 55 1,013,000 29 
Northern Pine ..... 6 3,487,000 106 1,632,000 61 1,479,000 60 
No. Hemlock ...... 14 1,639,000 140 1,223,000 44 1,670,000 82 
HARDWOODS: 
Southern Hdwds.... {83 8,589,000 87 9,040,000 7A 8,719,000 81 
Northern Hdwds.... 14 2,881,000 31 1,943,000 55 890,000 q 


*1943 production all West Coast mills 97.2 percent of 1942 for comparative week; 


83.0 percent year to date. 





Relation of Unfilled Orders to Stocks 
Following is a statement of seven groups of identical mills of unfilled orders 
and gross stock footage on July 24, and reports of identical mills for corre- 


sponding period of 1942: 


No. of 

Mills Unfilled Orders Gross Stocks 
SOFTWOODS: Rptg. 1943 1942 1943 1942 
Southern Pine ...... 1% 125,293,000 163,758,000 166,509,000 210,366,000 
West COMBE 205.6600 142 860,636,000 880,516,000 386,277,000 554,795,000 
Western Pine ...... 97 423,984,000 443,795,000 641,047,000 923,483,000 
Calif. Redwood...... 12 142,722,000 74,338,000 87,790,000 215,194,000 
Southern Cypress.... ¥ 13,408,000 11,809,000 41,272,000 87,451,000 
Northern Pine ...... 6 13,150,000 14,795,000 46,230,000 52,000,000 
Northern Hemlock** 13 8,530,000 14,870,000 15,310,000 53,314,000 
HARDWOODS: 
Southern Hdwads..... {83 48,661,000 64,245,000 148,641,000 241,876,000 
Northern Hdwds.**.. 14 21,355,000 28,558,000 36,854,000 84,244,000 


“Unfilled orders reported by 13 and 14 mills, respectively; stocks by 14 mills, 


tUnits, 





7 
Oak Flooring 
Following are current quotations on 
sak flooring in carlots, f.o.b. Memphis 
and Johnson City, Tenn., and Alexan- 
dria, La., as points of origin: 
1X ig x 38x 36 X 
2% ” 114” a 1%” 
Clr. qtd. wht..$92.00 $77.00 $75.00 $72.00 


Clr. qtd. red.. 83.00 71.00 70.00 69.00 
Sel. qtd. wht.. 78.00 65.00 57.00 55.00 
Sel. qtd. red.. 79.00 66.00 58.00 57.00 
Clr. pin. wht. 80.00 67.00 61.00 52.00 
Clr. pln. red.. 80.00 67.00 61.00 54.00 
Sel. pln. wht. 76.00 63.00 51.00 50.00 
Sel. pln. red.. 76.00 65.00 52.00 50.00 
No.1 com. wht. 72.00 56.00 48.00 46.00 
No. 1 com. red 72.00 57.00 48.00 46.00 
No. 2 com.... 54.00 42.00 38.00 35.00 
g8x2%y 38x3% 
Victory @PAEO ..20c2508% $70.00 $75.00 
Yex2" x1” “x2” 
Cir. qtd, wht....<. $84.00 $83.00 
Clr. Gt. FOG..6 6.6 81.00 80.00 
eel, otd. wiht... 71.00 68.00 
eel. Gtd. red@...... 71.00 68.00 siesta 
Clr, PIM. Wiihs< sc 73.00 69.00 $70.00 
Clr. pin. Tred..... 72.00 69.00 69.00 
sel. pin. wht...... 68.00 64.00 65.00 
eel, BIN. FOO... .< i 68.00 64.00 65.00 
No. 1 com. wht... 64.00 60.00 58.00 
No. 1 com. red.... 64.00 60.00 58.00 
MO. 3 COM 6.66006 ee 43.00 38.00 


New York delivered prices may be 
obtained by adding to the following 
differentials figured on Johnson City 
origin: For jg-inch stock, $8; for %- 
inch, $4; for %- and ;-inch, $4.50. 

Chicago delivered prices may be ob- 
tained by adding to the above the fol- 
low ing differentials figured on Memphis 
origin: For jj-inch stock, $6; for %- 
inch, $3; %- and ;-inch, $3.50. 





Southern Pine Statistics 
Following is a summary of reports 
from southern pine mills for the week 
ended July 24: 


Number of Mills, 159; Units+, 97 


Three-year aver. prod.*..... 30,809,000 
Actual production .......... 21,952,000 
Shipments atlas Se wirenaiehoieraneehanece 22,492,000 
Orders received ............- 22,783,000 


Number of Mills, 159 
On July 24, 1943 
PeROSOE GROOTS 6 666s 5 cos weer 135,421,000 
Unsold stocks «oc... secs ceas 51,640,000 
Oct. 30, 1939 to Oct. 31, 1942 


tUnit is 316,000 feet of “3-year aver- 
age” production. 


Unfilled orders 
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Southern Hardwoods 

Following 2re ranges of f.o.b. mill 
prices on rough, air dried southern 
hardwoods, from reports of sales made 
during the week ended July 28: 














Quartrd, Sap Gum Plain Red Oak 
FAS— No. 1 & Sel— 
B-4 sis 70.50 | 4-4 ... 40.50 
No. 1 & Sel.— Hickory 
ae 55.50 | No. 2 Com. . 

> . ‘ S=8 «5% 33.50 
mony cup Gem ‘Plain Sycamore 
4-4 ...56.00@56.50 | FAS me 
No, 1 & Sel.— alge aaa 
4-4 ...42.00@42.50 | No.1 & Sel— __ 
No. 2 Com.— 4-4 37.50 
ae 28.00 a I a 

ad ese «0.0 
Plain White Oak Peean 
No. 1 & Sel.— FAS 
5 42.50 | 4-4 ... 55.00 
Quartrd. Red Oak | No. 1 & Sel.— 
FAS— 4-4... 36.00 
4-4 ... 65.00 | No. 2 Com.— 
No. 1 & Sel.— 4-4 ... 23.00 
4-4... 42.00 Cypress 
Elm Selects— 

FAS aot... 69.00 
6-4 ... 45.50 | No. 2 Com.— 
No. 1 & Sel.— 4-4. 31.00 
G=4 2+ 35.50 ae 34.00 
No. 2 Com.— No. 3 Com.— 
ee 30.50 | 4-4 ... 22.00 








Maple Flooring 
Northern maple flooring mills re- 
port the following average prices 
realized f.o.b. flooring mill basis, dur- 
ing the week ended July 31: 
First Second 
‘iaieaieatall $93.51 $88.43 
Western Pine Summcry 
The Western Pine Association re- 
ports as follows on operation of iden- 
tical Inland Empire and California 


mills during the week ended July 24: 
Report of an Average of 97 Mills: 
July 24,1943 July 25, 1942 


Third 


i2x2%4 $72.93 





Production 88,411,000 99,307,000 
Shipments .... 76,625,000 91,765,000 
Orders rec'd... 67,981,000 84,566,000 


Report of 97 Identical Mills: 
July 24,1943 July 25, 1942 


Unfilled orders 423,084,000 443,795,000 
Gross stocks 641,047,000 923,483,000 


Report of 97 Identical Mills: 
--Total for Year to Date— 
1943 1942 
Production ...1,876,546,000 1,993,415,000 
Shipments ....2,151,537,000 2,370,369,000 
oo. eee 2,201,277,000 2,518,155,000 


1943 











LUMBER COMPANY 


ALAMOGORDO, NEW MEXICO 


Tip-top lumber from the 
top of the world! Stock 
43 cut from timber that 
grows in the Sacramento 


years’ . : 

service Mountains, at an altitude 
to of 10,000 feet! Stock of 
dealers fine, soft texture and 


straight, even grain, care- 
fully manufactured in a 
modern band mill. Up-to- 
date lath mill, planing 
mill, box factory. 


THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 
DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 














“BILTMORE” 
FLOORING . 


“BILTMORE” 
HARDWOODS 


Plain and Quar- 
fered Oak — Soft 


ee — Poplar— 
Chest- 


nut, etc, 


NC. 








57 








_.  SUB-HEAD TOPICS 





Insulation Tests Reveal 
Interesting Facts 


The insulating value per inch of 
mineral wool is the same for both 
ceilings and walls and, regardless of 
the depth of application, its con- 
ductivity per inch of thickness re- 
mains the same. These are the 
conclusions resulting from a compre- 
hensive series of tests discussed in a 
paper by Professors Frank B. Row- 
ley and C. E. Lund, University of 
Minnesota, presented before the semi- 
annual meeting of the American So- 
ciety of Heating and Ventilating 
Engineers in Pittsburgh, last month. 
The tests substantially confirmed the 
coefficient of heat transmission values 
used in the ASHVE Guide, while 
pointing out that allowance should be 
made for the space occupied by studs 
or joists when accurately figuring 
overall “U” values. 

As corollary to the investigation, it 
was established that no convection 
currents are set up in ceiling insula- 
tion capable of disturbing the accred- 
ited value of the insulating material. 
In the case of insulation packed be- 
tween open ceiling beams, it was dis- 
covered that no appreciable difference 
resulted in the efficiency when heavy 
kraft paper was laid over the surface 
of the insulation. With the paper 
placed in contact with four inches of 
mineral wool insulation, the overall 
coefficient “U’” was established as 
.083, whereas without paper it was 
.084. This insignificant variation in 
the third decimal place might repre- 
sent less than a shovelful of coal for 
a whole heating season. 

Perhaps the most significant find- 
ing disclosed by the research was that 
the conductivity, “k’, does not vary 
in additional inches of insulation 
thickness. Two inches of mineral 
wool stops twice as much heat as one 
inch; four inches stops twice as much 
as two. Usually the cost of insula- 
tion material whether in bat form or 
pneumatically applied, does not in- 
crease proportionately with the thick- 
ness; indeed each additional inch 
allows an added saving on the initial 
cost when considered from the stand- 
point of long time economy. 

In making the tests a standard hot- 
box apparatus was used, so con- 
structed that it could be rotated to 
place the wall either in a horizontal 
position with heat flow upward, or in 
a vertical position with heat flowing 
horizontally. Mineral wool was tested 
in granular, bat, and blanket form, 
and in thicknesses varying from 1 in. 
to 6 in. It was found that, for all 
types of wool, the overall coefficients 
are substantially the same for 2 in. 
of insulation either with or without 
studs. With 4 in. of insulation the 
average “U” values were established 
as 0.072 for the wall without studs 
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and 0.084 for the wall with studs. 
This indicates the differences or 
errors that might be made by assum- 
ing the insulating material to cover 
the full area of the wall and not cor- 
recting for the framing members. 

The following table, excerpted from 
the report, gives a check list of “U” 
values for a ceiling with various 
thicknesses of mineral wool placed 
between 2 x 6 in. joists. Values 
shown are corrected on the basis of 
parallel heat flow through insulation 
and joists, and are further corrected 
to still air on inside surface and 15- 
mile velocity on outside surface: 


Description Corrected 


of Test Section “U” Value 
IEG: EROUMENGION coc ces cewtiecewneees 0.9388 

2 in. Hand Applied granular min- 
IE ROO oo eareedis vice eee tenes 0.137 

> in. Hand Applied granular min- 
Ee ee re ee are 0.101 

3 in. Machine Blown granular 
MURTIOPRE WOGE 6 ddsidc cde ci iecece 0.087 

3 in. Mineral wool bats, barrier 


lapped on warm side........... 0.090 


3 in. Mineral wool bats, barrier 
IAG OF WEE BGG .c6 cc ccccctess 0.016 

4 in. Hand Applied granular min- 
OE NS sic waite a wre ne Naw ees 0.084 


4 in. Hand Applied granular min- 
eral wool with paper covering. .0.083 


4 in. Machine Blown granular 
SOUMOERT WOOL. 646 ccccics essences 0.081 
4 in. Machine Blown granular 
mineral wool with lin. flooring. .0.069 
4 in. Machine Blown loose mineral 
MN occ iacingreee ee eee a wie eetaercere 0.083 
4 in. Mineral wool bats, barrier 


lapped on warm siIGe@..... cscs. 0.084 
4 in. Mineral wool bats, no bar- 

pee TEE CTE E TOO RT CST Ore 0.081 
6 in. Machine Blown granular 

mineral wool with lin. flooring. .0.059 


Government Hardwood 
Purchasing Headquarters 


A step toward better coordination 
between the War agencies requiring 
hardwoods is the placement of hard- 
wood activity of the Central Procure- 
ment Agency under the direction of 
Lt. Commander Walter W. Kellogg, 
USNR. The Washington, D. C. office 
is in Room 6019, New War Depart- 
ment Bldg., 21st St. & Virginia Ave., 
N.W. Hardwood field offices and per- 
sonnel of the Navy Lumber Coordi- 
nating Unit will handle the purchases 
made in the field. 


Strive for Actual Release of Promised 
Farm Lumber 


Farm belt lumber dealers have 
found that they had met and jumped 
only the first hurdle when the War 
Food Administrator got the WPB to 
allocate 500,000,000 feet of lumber 
by States (43,000,000 feet to Iowa, 
31,800,000 feet to Illinois, ete.) for 
strictly farm building purposes. Me- 
chanics of the act was to ask the 
farmer to sign certificates affirming 
the fact that the lumber he bought 
was to be used for farm production 
purposes, these tickets to give the 
lumber dealers’ orders for replacement 
stock an AA-2 rating at the mills. 

The State USDA War Boards were 
to have authority to assign a paltry 
10 percent of the State’s allotted 
quota of lumber to those dealers who 
had no stocks of lumber in the first 
place to sell to farmers in return for 
certificates which allowed them to get 
more lumber. 

In practice all was not so well. 
While WPB set up the mechanics for 
the dealers, it made no provisions nor 
gave any directives to the mills for 
the supply of this lumber allotted to 
farm use. Result was that mills po- 
litely turning down dealers’ and 
wholesalers’ orders for this kind of 
lumber. 

Out of the whirl has emerged some 
concerted action on the part of the 
various mid-western retail lumber 
associations working in unison. At 
a recent meeting in Chicago the secre- 
taries of these associations discussed 
a program designed to accomplish 
three specific objectives: 


1. The issuance of directives to 
mills to manufacture and ship spe- 
cially allotted lumber and lumber des- 
ignated by the WPB for essential 
uses. 


2. One simple method of procure- 
ment for all lumber. This means the 
elimination of all the different freeze 
orders, rules and regulations, thus 
giving dealers throughout the country 
one simple method of procurement. 


3. The elimination of the 10 per- 
cent clause in the farm lumber pro- 
gram. Purpose of the elimination is 
to make it possible for the State 
USDA chairmen to permit dealers who 
have no farm lumber inventories to 
extend the AA-2 rating without wait- 
ing for farmers’ certificates, which 
of course, would be of no use to deal- 
ers who have no stocks. 


The program instigated by the 
associations has gained recognition. 
Letters went out to various Senators 
and Congressmen and WPB and other 
officials explaining the situation, and 
acknowledgments have been received 
from most. Lumber dealers in these 
States were also requested to contact 
Government officials and it was recom- 
mended that the situation be ex- 
plained to farmer-customers through 
local newspapers and dealer contacts. 
Furthermore, they submitted reports 
of their present lumber stocks, and 
copies of rejection letters from mills 
to their associations to be used as 
evidence in bringing the matter to the 
attention of proper authorities. 
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UMBER LOMPANY | 


ohn Day” Paidésess Pine 


” PONDEROSA PINE since 1BB9 “Ss 


We are furnishing 


PINE and FIR 


for the Army, Navy and other Government 
uses—and giving best possible service to regu- 
lar customers on orders carrying ratings un- 
der M-208 and L-218. Sales of our famous 
‘John Day” Pine are handled at our Baker, 
Ore., office. Our “Mount Hood” Douglas Fir 
is sold through our Dee, Ore., office. We have 
been satisfying customers for 54 years. 


Member Ponderosa Member Western 
Pine Woodwork Pine Assn. 











NEED A Good Calculator? 


Every Man who figures lumber footage can make good 
use of The Lumberman’s 


AMBIDEXTER 


It is named Ambidexter because of its unique arrange- 
ment, which permits left-hand manipulation, leaving the 
right hand free to write. 


Suitable for pocket, loading dock, yard, car or office. 
Only $3.50 per copy Postpaid 
Order from: 


AMERICAN LUMBERMAN 


431 S. Dearborn St., Chicago 5, Ill. 











TUSCALOOSA, 


George Drolet, “a:acama 
TIMBER ESTIMATES 


Consulting Forester Management Plans 
| Depletion Reports Valuation Surveys 











'P. M. BARGER LUMBER CO. 


WHOLESALE LUMBER—MOULDINGS AND SHINGLES 
Telephone 876—Statesville. N. C. 
Branch Ofiice: 
P. O. Box 5998, Bethesda Station, Washington, D. C. 
Telephone Oliver 3450 


_BARGER MILLWORK COMPANY 


| WHOLESALE WINDOWS AND DOORS 


= Telephone 733—Statesville. N. C 
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THESE ‘‘WOODEN” SOLDIERS 


“ HAD TO PASS A 


TOUGH ‘‘PHYSICAL,’’ TOO! 









BETTER 


moisture testing with 


MOISTURE REGISTER 


Skis for our fighting men can’t 
fail in service. So one of the 
“*physical”’ tests these “wooden 
soldiers” have to pass is mois- 
ture content—to guard against 
warping, cracking and other 
faults. * Skis are but one of 
hundreds of wooden items — 
from tool handles to ships—on 
which Moisture Register is giv- 
ing better, faster moisture con- 
tent tests. * If you have a war 
production testing problem 
why not write us about it. Per- 
haps this instrument can help 
you. 


MOISTURE REGISTER CO. 


5117 KINSIE ST. LOS ANGELES 22, CALIFORNIA 


The standard in 
moisture testing 
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Sonny 


In our ad in the Seventieth 
Anniversary issue of AMER- 
ICAN LUMBERMAN we inad- 
vertently showed our 1901 
Model. 


C-W PLYWOOD CO. 


9 So. Clinton St. 
Chicago 
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-« e PEOPLE & PLACES 





W. F. Fahs, manager, California 
Panel & Veneer Co., Los Angeles, 
Calif., has returned from a business 
trip to Washington, D. C. 

Curtis J. Hemanes, seaman second 
class, a former employee of the West 
End Lumber Co., Houston, Tex., is at 
home on leave following service in the 
South Pacific aboard the U.S.S. En- 
terprise. He has been aboard the car- 
rier Enterprise since finishing his 
training in San Diego, has_ been 
through ten battles, and stood by for 


five more. Some close shaves were 
experienced in the Solomons by He- 
manes, who has a staunch belief in 
his ship, affectionately labeled by the 
crew “The Old Lady.” 

Several members of the board of di- 
rectors of the Long-Bell Lumber Co. 
visited Longview, Wash., in mid-July 
to inspect the company’s plants there 
and to confer with the company’s 
Longview officials. The visitors in- 
cluded President M. B. Nelson; Secre- 
tary-Treasurer R. P. Combs; A. B. 





1. A little Santobrite has always gone a long way 
towards preventing big losses from sap stain. But 
now that raw materials for Santobrite are needed 
elsewhere in the war effort, the little Santobrite 
still available must be stretched even further. 





3. Crosser sticks can be a source of costly stain 
infections. They should be treated to prevent stain 
contamination. When notin use they should be 
piled in an orderly manner off the ground so that 
they do not obstruct ventilation in alleys, founda- 
thons, etc. 









TRY THESE GOOD 


HOUSEKEEPING HINTS 





2. Keep a clean yard. Raised foundations kept 
free from weeds and debris... wide, continuous 
flues through piles ... wide alleys between piles 
...these simple precautions will speed drying 
and help greatly to control sap stain. 





4. As applied, anti-stain materials are water-solu- 
ble—may be washed away by rain. It pays to provide 
properly elevated, sloped roofs extending over 
edges and ends of piles of freshly dipped lumber 
...for more hints, write for 24-page book on sap 
stain control MONSANTO CHEMICAL COM- 
PANY, Organic Chemicals Division, St. Louis, Mo. 








“E FOR EXCELLENCE—The 
Army-Navy ‘‘E’’burgee with two 
stars, “‘representing recognition 
\ by the Army and the Navy of 
it especially meritorious production 

of war materials” over a two- 

year period, flies over Monsanto 


-— 


MONSANTO 


CHEMICALS 


SERVING IMOUSTAY... WHICH SERVES MANKIND 




















Everitt, vice president and general 
manager of retail sales yards in the 
Central West; J. H. Lane, eastern 
sales manager and C. E. Lombardi, 
head of the legal department. All 
maintain headquarters in Kansas City, 
Mo. More than 100 of the company’s 
employees honored them at a dinner 
July 20 in the Longview plant cafe- 
teria. 

Lieut. Edward V. Bowen, U.S.N.R., 
up until the time of joining Uncle 
Sam’s Navy was 
a_ representative 
of The Wheeler 
Osgood Sales 
Corp., of Tacoma, 
Washington, and 
for a number of 
years was its 
sales representa- 
tive in eastern 
territory, with his 
headquarters in 
New York City. 
Shortly after graduating from the 
University of Washington in 1927, he 
became associated with Wheeler Os- 
good and has spent the majority of 
his time since representing them in 
eastern territory, although his pre- 
school days were spent in the state 
of Washington. 


Marine Sgt. Jack Z. Boyd, a platoon 
scout, former employee of the Hous- 
ton Sash & Door Co., Houston, Tex., 
is credited with shooting down at least 
one Jap Zero plane in the South Pa- 
cific. Sergeant Boyd, who enlisted in 
1939, and Pvt. Leonard McKenzie of 
San Benito were en route to a landing 
boat to join their outfit in the South 
Pacific when six Zeroes swooped over 
them. Both of them had recently been 
discharged from a hospital. Sergeant 
Boyd had been stationed in California 
and had served in Iceland before be- 
ing sent to the South Pacific. 


Herbert Klass, Pacific Lumber Co., 
San Francisco, Calif., left July 23 for 
a three weeks business trip to Chicago 
and New York. 


John Brush of the Brush Lumber 
Co., Los Angeles, Calif., left July 23 
for an extended eastern tour on which 
he planned first to pay a visit to his 
82-year-old mother at Washington 
Borough, Pa. Thereafter he had visits 
scheduled to Northern and Appala- 
chian hardwood mills until mid-Sep- 
tember when he plans attending the 
annual session of the National Hard- 
wood Lumber Association in Chicago. 


James W. Sewall, consulting for- 
ester, has returned to his home in 
Old Town, Maine, after accompany- 
ing Paul D. Gardner and one of his 
cruising parties into the Thunder Bay 
district of Ontario. Mr. Sewall also 
spent some days in Toronto, and with 
his associates, Phillips & Benner, at 
Port Arthur, Ont. He reports the 
same labor stringency in the Ontario 
country as he has found in the East- 
ern Provinces and States. Mr. Sewall 
says that there is a slightly rising 
activity of interest in timberlands, 
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which have been fairly quiescent dur- 
ing the past few years, which is por- 
trayed by a considerable number of in- 
quiries coming into his office. The 
market does not act in any such run- 
away fashion as it did between 1917 
and 1920, however. 


David O. Gran, who has been iden- 
tified with the lumber industry for 
about thirty years, has announced that 
on July 31 he acquired all of the out- 
standing stock of Chas. Darling & Co., 
Chicago, Ill., which company will be 
dissolved and will be succeeded by 
Darling Lumber Co. Ltd. All business 
will continue as usual, but Irwin F. 


Wolter, president, Alfred C. Wolter, 
secretary, and Elizabeth S. Wolter, 
assistant secretary, will not be con- 
nected with the firm. During the last 
ten years, as vice president and treas- 
urer of Chas. Darling & Co., Mr. Gran 
handled the purchasing and sales for 
that company. 


Announcement was made recently 
of the promotion of Henry H. Jones 
to executive vice president of the 
board of the Arkmo Lumber Co., of 
Little Rock, Ark. Mr. Jones had 
served the company as secretary since 
1934 and has been affiliated with the 
company since 1919. H. B. Robbins 





Battle Lines 


Have Wire 
entanglements 


Should you visit a Kirby saw mill 
now-a-days you would be impressed by 
the amount of barbed wire around the 
plants. the amount of regulations sur- 
rounding permission to enter if you 
have business there and the impossi- 
bility of getting in when you have no 


business there. 


When you would see the high 


guards and the 


fences. the armed 





badges or the passes of the working 
men and the working women, you 


would probably say: 


“Why this is just like a war plant!” 


KIRBY 


Yellow Pine 


KIRBY LUwMmets 


CORPORATIN — 


BESGMAY Trias 





You would be right. It IS a war 


plant. 


It is making lumber. and lumber is 
a critical war material. More lumber 
is being used. by volume, than steel 
in the war effort. More lumber is 
needed than is being manufactured. 
So much lumber is moving from 
Kirby plants that is essential to the 
war effort that many dealers have the 
same difficulty in getting Kirby lum- 
ber that they have in getting steel 
products which were normally a large 
part of their retail volume. That is 
natural, even if it is regrettable, but 
in war. war material comes first in 
war plants. In this conflict, battle 


lines begin on production lines. 


LUMBER 
CORPORATION 


Southern Hardwoods 


"A Wood for Every Purpose’ 


KIRBY BUILDING 
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of Little Rock is general manager of 
the company. Arthur J. Matulla of 
Houston, Tex., becomes treasurer of 
the board and general manager of the 
Texas corporation. 


Damages unofficially estimated at 
$150,000 were suffered by the Oshkosh 
Wood Products Co., Oshkosh, Wis., on 
July 16, by fire. Plans are under way 
to rebuild the plant, with the matter 
being contingent upon availability of 
machinery and raw materials. In the 
interim operations will be transferred 
to another building if facilities can be 
obtained. The loss is covered by in- 
surance. 


C. R. Taenzer, president, American 
Hardwood Co., Los Angeles, Calif., re- 
turned July 30 from a five weeks’ 
business trip which took him to Chi- 
cago, Minneapolis, various points in 
Wisconsin, Louisville, Ky., Memphis, 
Tenn., and Kansas City, Mo. 


The Black Rock Lumber Co., Inc., 
Buffalo, N. Y., won first place award 
in the third annual Victory Safety 
Contest sponsored by the New York 
State Insurance Fund. 


Mt. Joseph Pine Co., Inc., has been 
incorporated by Robert O. Boyd, L. 5S. 
Ferris, and Alice H. Pearson, with 


capital stock of $60,000. The new 
company has leased the McKinley 
sawmill in Joseph, Ore. S. Bridge- 


water will be manager and superin- 
tendent of the mill. 


Lieut. John E. Miles, U.S.N.R., 
formerly general manager of the 
Tomlinson-Miles Lumber Co., Hous- 
ton, Tex., before entering the service, 
has been assigned to duty at the navy 
supply depot in Seattle, Wash 


William F. Coleman, Williamsport, 
Pa., has announced he will seek the 
Democratic nomination for mayor of 
Williamsport in the September pri- 
mary. He is a past president of the 
Williamsport Lumbermen’s Exchange. 


The Corinth Planing Mill Co., Cor- 
inth, Miss., of which R. G. Swartz is 
the head, has a modern, up-to-date 
plant, equipped with a band resaw, as 
well as with multiple ripsaw and 
double-end trimmer. The company 
does transit milling of both pine and 
hardwoods and while in its possession 
covers fully all its customers’ lumber 
by insurance against loss by fire and 
storm. 


Bessette Sawmill & Box Factory of 
Lumby, has been moved to Kamloops, 
B. C., and reopened as Bessette Saw- 
mills Ltd. The entire crew of thirty 
of the Lumby plant has moved with 
the owner. 


M. E. Davenport, owner of the 
Salida Lumber Co., Salida, Colo., is 
well represented in the war effort. A 
daughter, Miss Isabelle Davenport, is 
in Sweden, in charge of an outpost 
station for war information. She is 
the first woman appointed to such an 
important post. Another daughter, 
Miss Helen Louise Davenport, is taking 
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a nurses training course. Neil Albert 
Davenport, a son, is in a school of 
celestial navigation at Hondo, Tex.; he 
previously graduated from a bomber 
;chool at Albuquerque, N. Mex., as a 
bombardier with the grade of lieuten- 
ant. Harold Hearn, for whom Mr. 
Davenport is guardian, is a chief 
petty officer on the plane carrier 
enterprise. 


Harold C. Hebb, after six years 
with the eastern division of the U. S. 
Forest Service, has joined the forest 
conservation staff of the National 
Lumber Manufacturers’ Association 
as assistant forester in tree farms 
development. 


Carl A. Rishell is the newly ap- 
pointed director of research and re- 
search co-ordinator of the American 
Forest Products Industries. Mr. Rish- 
ell is a forester, engineer, and wood 
technologist. 


Faced with manpower shortage dif- 
ficulties and no replacements in sight 
to carry on for employees on vacation, 
Blanchard Lumber Co. of North 
Hollywood, Calif., simply closed down 
from July 10 to 24 to enable the entire 
staff to take two weeks’ vacation 
simultaneously. 


F. Bowie Smith of Baltimore, Md., 
acted as best man at the wedding of 
his son, Fielder B. Smith, Jr., to Miss 
Elizabeth Kingsland of Avondale, W. 
Va., on Saturday, July 10, in Fair- 
mont, W. Va. The groom is a pilot in 
the Army Air Forces, stationed at 
Waltersboro, S. C. 


John B. Lowe, president and mana- 
ger of the Hope Builders Supply Co., 
Hope, Ark., is an Ensign in the Navy, 
being stationed at Santiago, Calif. He 
has been replaced by Geo. W. Peck 
who is now president and manager. 


Tim Dempsey, member of a prom- 
inent Tacoma (Wash.) lumber family, 
is now a captain with the United 
States Army Air Force in the New 
Guinea sector. He has been awarded 
both the Distinguished Flying Cross 
and the Air Medal. 

Willard Constans, for thirteen years 
sales manager for the Weyerhaeuser 
Timber Co., Klamath Falls, Ore., has 
resigned to become general manager 
of the Anglo-California Lumber Co., 
Los Angeles, Calif. He will be suc- 
ceeded by Jack B. Bishop, assistant 
sales manager. 

Stambaugh-Frampton Lumber Co., 
Youngstown, Ohio, has purchased the 
old Heller Bros. Lumber Co. yard from 
the Reconstruction Finance Corp. It 
ls expected the Stambaugh-Frampton 
Co. will take possession at once, using 
it as a second yard. 

Involving some 250,000,000 feet of 
standing timber and a sawmill, the 
Trans-Pacific Lumber Co.’s plant and 
timber holdings have been purchased 
by Overseas Wood Products Ltd., sub- 
Sidiary of Nelson Spencer Ltd. The 
property is at Poett Nook, Barkley 
Sound, at the mouth of Alberni Canal, 
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B. C., and was formerly owned by 
Japanese interests until taken over by 
the Alien Property Custodian of Can- 
ada. The sawmill, which has a normal 
production of 50,000 feet a day, will 
be enlarged and improved by the new 
owners. Manager of Overseas Wood 
Products Ltd. is Lloyd W. Edgett. 


H. J. Murphy, secretary of the 
Nowlin Lumber Co., Little Rock, Ark., 
is with the Army anti-aircraft Corps 
as a first lieutenant, stationed at Ta- 
coma, Wash. He has been replaced by 
R. K. McDonald, formerly with this 
firm, who now returns. Ben Costen, 
an outside salesman, is with the Navy 
Seabees, somewhere overseas. 


Walter Snell, owner of the Snell 
Lumber Co., Salida, Colo., is in the 
Army with a Field Artillery outfit at 
Camp Roberts, Calif. Mrs. Walter 
Snell is pinch hitting for her husband 
during his absence. 


J. W. Appel, Baltimore, Md., had the 
misfortune to suffer a leg injury as 
the result of a fall, which is expected 
to keep him on crutches for a time. 
No permanent serious results are ex- 
pected, however. 

The Bratlie Bros. Mill Co., Ridge- 
field, Wash., was levelled by fire the 
night of July 20, resulting in loss of 
war orders and equipment approxi- 
mating $150,000, according to J. L. 
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Bratlie, mill operator. The loss was 
partially covered by insurance. Will 
rebuild as soon as priorities are avail- 
able. Mr. Bratlie said the mill could 
be producing green lumber within a 
week’s time, provided priorities are 
available and equipment within rea- 
sonable distance. 


C. A. (Neal) Pickett, former sec- 
retary of the Lumbermen’s Associa- 
tion of Texas, from which he resigned 
to become mayor of Houston, Tex., 
until last January, has left for Wash- 
ington, D. C., where he is to receive 
an assignment as a member of the 
national staff of the American Red 
Cross. After completing a two weeks’ 
training course, Mr. Pickett expects 
to go to North Africa or India. 


Roderic Olzendam, Tacoma, Wash., 
director of public relations for the 
Weyerhaeuser Timber Co., has been 
selected as one member of a panel 
of experts who will discuss postwar 
plans of individual corporations, at a 
conference of industrialists to be held 
in Seattle Aug. 20, under the joint 
auspices of the Federated Industries 
of Washington and the National As- 
sociation of Manufacturers. 


John M. Nelson, Jr., John M. Nelson 
Co., Baltimore, Md., has been ap- 
pointed chairman of a committee 
charged with the duty of studying and 
correlating the shifting of private in- 
dustry from a war production to a 
peace time basis. 


C. L. Hubble, proprietor of the C. L. 
Hubble Lumber Sales Co., Klamath 
Falls, Ore., has announced that he will 
take over the office of sales manager 
of the Setzer Box Co., Sacramento, 
Calif. 

Stanley Deans and Brooks Toler of 
the executive staff of Southern Pine 
Association, New Orleans, La., spent 
a two weeks’ business trip in Los An- 
geles and San Francisco, Calif., re- 
cently. 

Charles E. Miller, Astoria, Ore., has 
announced his appointment by De- 
fense Plant Corp. to construct a lum- 
ber mill at Roseburg, Ore., to be 
placed on 100 percent operation on 
one-inch boards for crating purposes. 
The mill at capacity will have a daily 
output of 350,000 feet and the project 
will cost approximately $650,000. 
Fifty defense plant homes will be 
erected near the mill. 
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LUMBER and PILING 


All Types—All Grades 
WESTERN PINES & WEST COAST LUMBER 
Large and Long Timbers 
Fir Piling up to 120 Feet 


PATRICK LUMBER CO. 


Established 1915 
Office: Terminal Sales Building, Portland, Ore. 
Producers of Lumber & Piling for 28 Years 


Wholesale Only 
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the ammunition of the sawmill. Fed into the 
band saws they produce one of this war's 
most essential materials — lumber. 


SELECTIVE LOGGING ASSURES 
PERMANENT SOURCE OF SUPPLY 
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Tacoma (Wash.) interests have pur- 
chased the Haskins Lumber Co., Mor- 
ton, Wash. The mill specializes in cut- 
ting 2x4 lumber from trimmings re- 
ceived from adjacent tie mills. The 
mill is now being operated by Karl 
Nelson, one of the purchasers, who 
prior to going to Morton was a Ta- 
coma lumberman. 


Eight months of preparatory work 
at Curtis-Wright Airplane School, 
Glendale, Calif., and a course in field 
service at the plant of the North 
American Aviation Co., Inglewood, 
Calif., were climaxed for Jerry Essley 
of the D. C. Essley & Son Wholesale 
Lumber Co. of Los Angeles, Calif., 
by appointment to an instructor’s post 
at the Army Overhaul Depot, San 
Bernardino, Calif. 


Forsyth Lumber Co. and Acme 
Manufacturing Co., of San Francisco, 
Calif., suffered damage of approxi- 
mately $75,000 from a fire which on 
July 17 destroyed two lumber sheds 
owned by the firms. 


Clement W. Gamble, Boise, Idaho, 
vice president of the Boise-Payette 
Lumber Co., has been named district 
chairman of the National Committee 
for Economic Development in Idaho, 
south of the Salmon River. 


Olney Creek Lumber Co. has been 
incorporated in Redding, Calif., with 
a capital of $50,000. Directors are: 
G. W. Notley Jr., Sherman Brunner 
and E. G. Kooser, all of Redding. 


Paul H. Johns, president of the City 
Lumber Co., Tacoma, Wash., is con- 
valescing from injuries received about 
the hips July 24 when he fell about 
fifteen feet from a tree while picking 
cherries. 


Acquires Six Yards 


Hammond Lumber Co., with head- 
quarters in San Francisco has com- 
pleted purchase of six retail yards 
in central and northern California, 
which will be operated under the gen- 
eral managership of Wade Shiflett, 
former manager of the yards under 
ownership of Henry Hess. The newly 
acquired holdings are: Mission Lum- 
ber Co., Sonoma; St. Helena Lumber 
Co., St. Helena; Napa Lumber Co., 
Napa; Clear Lake Lumber Co., Clear 
Lake Highlands; Calistoga Lumber 
Co., Calistoga; and Boyes Lumber Co., 
Boyes Springs. 


Versatile and Patriotic 
Easterner 


Archie R. Giroux, formerly of the 
Giroux Lumber Co., wholesalers of 
southern pine at Boston, Mass., but 
who for several years has been serv- 
ing as president of the Boston Stock 
Exchange, as a member of Middlesex 
County Commission, and as selectman 
in his home town of Lexington, was 
on June 1 commissioned a captain 
with the Army provost marshall serv- 
ice, and left on that date for Camp 
Cutter in Michigan, later to be as- 
signed to establish temporary Govern- 
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ment in one of the occupied enemy 
countries. Archie served overseas in 
World War I, first in the French 
Army and then for a year prior to the 
Armistice with Britain’s Royal Air 
Force. That he has answered many 
calls for patriotic service is indicated 
by his voluntary police duty at the 
time of the strike of the Boston police 
and later when he organized and pre- 
sided at a meeting held in Boston to 
hear his famous address on the Con- 
stitution of the United States by the 
late John Henry Kirby, lumberman of 
Houston, Tex. 


Congratulations! 


Fehlig Bros. Box & Lumber Co., St. 
Louis, Mo., is this year celebrating its 
seventieth anniversary and has issued 
an attractive announcement in which 
it thanks its many friends for patron- 
age which has made it possible to 
serve the St. Louis area through three 
generations. The company is looking 
forward to the day when it can again 
turn its full effort to servicing peace 
time requirements of boxes, crates, 
lumber, wallboard, or fabricating to 
specifications. At present the company 
is producing nearly 100 percent for 
war effort. 


Heads Forest Products 
Research 


J. B. Grantham of Lufkin, Tex., has 
been appointed chief of the division of 
forest products research, according to 
Director W. E. White, in an announce- 
ment from College Station, Tex., to 
fill the position left vacant by E. W. 
Stark, who recently accepted a place 
with Purdue University. Forest prod- 
ucts research was created in 1940 
for the purpose of finding new uses 
for Texas woods, reducing wood 
waste, and helping to improve meth- 
ods of manufacturing forest products. 


Under New Ownership 


Sale of the Royston mill at Court- 
enay to Stekl Brothers, Vancouver, 
B. C., has been finally completed. To- 
gether with the mill goes about 80,- 
000,000 feet of timberlands. Formerly 
owned by Japanese, the mill was 
closed shortly after Pearl Harbor. 

It will reopen as Royston Sawmills 
Ltd., under local management of Al- 
bert Stekl, an experienced timber man, 
while Arthur Stekl will continue to 
reside in Vancouver. 

Mill superintendent is John Miller, 
formerly with M. B. King Lumber 
Co., North Vancouver, who has been 
in sawmill operations for 25 years. 
Extensive improvements have been 
made to mill equipment, and it is ex- 
pected 60,000 feet will be cut each 
shift. 

Stekl brothers were one of the 
largest export firms in Czecho-Slo- 
vakia before the Hitler invasion. Ar- 
thur Stekl has been in British Colum- 
bia for three years and Albert Stekl 
came from South America about a 
year ago. 
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‘DEMOUNTABLE, PORTABLE 
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»  ananiei HOMES are available today where Government 
regulations can be met. After the war they will provide 
modern, economical housing for thousands of families. 


Victory homes are made by “Texas Pre-Fab’ which has supplied 
tens of thousands of Victory Huts for our armed forces. Victory 
Homes are highly livable, comfortable dwellings. They have 
been proved in action at Oak Village, Dallas, for two years. 
They are most economical in operation and upkeep. 


Victory Homes are sturdy, strong, enduring. They are very 
pleasant in warm weather, can be readily kept warm in winter. 
A variety of models and flexible arrangements in erection can 
be secured. Victory Homes can be erected quickly, two men 
can put a basic unit up in a few hours. They can be stored in- 
definitely without deterioration. 


DEALERS AND DISTRIBUTORS: We have had many 
inquiries from dealers and distributors about Victory Hous- 
ing. You are invited to write for full information and descrip- 
tive literature. The low cost and many features of this housing 
of today and the wide public interest shown in it indicate great 
potential markets for Victory Homes. 


TEXAS PRE-FABRICATED HOUSE & TENT CO. 
Dallas, Sead 
MAKERS OF “VICTORY” HUTS AND “VICTORY”: HOMES 
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GILLIES BROS. Ltd. 


BRAESIDE, ONTARIO, CANADA 
Genuine WHITE PINE <trosus 


Air-Seasoned e Water-Cured 


For 100 years, 1842-1942. Capacity 30 million ft. annually 
Memtere N. W .L. D. Assn. 
DRY STOCK--ROUGH or DRESSED. Prompt Shipment 


SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS FACT 
YARD STOCK e ‘ CLEARS. 
SPRUCE, HEMLOCK, CEDAR, PINE 

Reliable Shippers 31 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 
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Change Your Saws to Simonds 


KB, F, 3, or 2! inserted tooth. Cut more lumber at less 


etpense, and no saw trouble. Saw returned 2nd day as 
a new one, at about '; the cost of new SAVE on 2', 


edger sawn, alse on solid and trimmer saws 


J. H. MINER SAW MFG. CO., Meridian. Miss. 








Idaho -- 
WHITE PINE a 
California White 
Also and Sugar Pine 
Fir Wallboard Gav cod: proaucts 


William Schuette Company 
Office ti East 42d St. PITTSBURGH, PA. 





DYKE BROS. 


Mfrs. and Jobbers of Building Materials 


Little Rock, Ark. Dallas, Texas 

Fort Smith, Ark. Texarkana, U. S. A. 
Oklahoma City, Okla. Memphis, Tenn. 
Kansas City. Mo. Chattanooga, Tenn. 
Joplin. Mo. New Orleans. La. 
Shreveport, La. Birmingham. Ala. 
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July 19. At the time of his death he 
was head of the Kessler Supply Co. Sur- 
vivors are his widow, a daughter, and 
a brother. 

AUGUST B. KIRCHHOFF, 89, retired 
lumber dealer and formerly head of 
the Kirchhoff Lumber Co., Franklin 
Park, Ill., died July 19 of complications 
resulting from a fractured hip suffered 
in a fall in his home a few days pre- 
viously. He is survived by his widow, 

FRANK L. KNAPP, 86, retired Ore- 
gon lumberman, died at his home in 
Tulare, Calif., on July 19, following a 
long illness, He is survived by five 
children and a brother. 

JOHN EARL FLANAGAN, 54, of Van- 
couver, B. C., and well-known sawnill 
owner of Surrey, B. C., died recently, 
With his brother, Warden H. Flanagan, 
he had been engaged in the sawmill 
business in Surrey for 20 years, 

KARL E. MeGILL, 61, wholesale lum- 
ber dealer of Fort Worth, Tex., died 
July 23 in a local hospital following an 
operation, He is survived by his widow, 
a son, and a brother. 


CHARLES L. MASON, 63, long en- 
gaged in the lumber business at Poco- 
moke City, Md., with his brother, Wal- 
ter F. Mason, died in a Baltimore hos- 
pital July 15, after an operation. He 
is survived by his widow. 


JOHN S. MEYER, 75, former planing 
mill operator at Jasper, Ind., died at 
his home near there recently, after a 
short illness. He is survived by his 
widow, a son, a daughter, two brothers, 
and two sisters. 

ALFRED ALMOND MOORE, 83, one 
of the organizers and first president of 
the Northwestern 
Lumbermen’s' As- 
sociation, died 
July 11 at his 
home in Marshall- 
town, lowa, of a 
heart ailment. He 
had been in fail- 
ing health for the 
last three years. 
AS a young man, 
Mr. Moore worked 
with his father, 
who was president 
of the Dubuque 
Lumber Co. Mr. 
Moore had worked 
in both the manu- 
facturing and re- 

tail ends of the 
ee business, 
having been connected with various 
lumber companies. He was active in 
eivie affairs. He is survived by three 
sisters, a half brother, and a nephew, 
Louis A. Moore, president of Moore & 
Moore, Mason City, Iowa. 





BRIAN MOORE, 10-year-old son ol 
Mr. and Mrs. Victor B. Moore, Toronto, 
was drowned recently in a_ pool at 
Sunnybrook Park near Toronto. Victor 
B. Moore is manager of British Colum- 
bia Plywoods Ontario, Ltd., Toronto. 


FRANK E. MUZZALL, 68, of F. EF. 
Muzzall Sons, Crown Point, Ind., died 
in his home there on July 18. He had 
retired from the company in 1932. He 
is survived by his widow, two daugh- 
ters, and two sons, one of whom, 
Arthur H. Muzzall, is now head of the 
company. 


CHARLES A. PALIN, 73, superin- 
tendent of the sawmill department of 
the Wheeler Osgood Sales Corp., Ta- 
coma, Wash., died July 21 in a Tacoma 
hospital. At the time of his death, he 
was the company’s oldest employee, 
having been associated with it since 
1900. Survivors include his widow, twé 
sons, two daughters, a sister, six grand- 
children and one great grandchild. 


LIEUT. GEORGE S. PALMER, United 
States Army, who before entering the 
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baa as 


air corps was manager of the Palmer 
Lumber & Manufacturing Co., Chehalis, 
Wash., and youngest son of O. K. Pal- 
mer, also a Chehalis lumberman, was 
killed July 16 while engaged in a train- 


ine flight near Springfield, Mass. He 
met his death when a new Thunderbolt 
pursuit ship developed engine trouble 
and erashed. He was alone in the ship 
at the time. He was a pursuit instruc- 
tor. Lieut. Palmer was the second son 
the Chehalis lumberman has given to 
the service of his country, his eldest 
son, Leon, having lost his life during 
the first World War in an influenza 
epidemic in an army camp as he was 
preparing to go overseas. In Massa- 
chusetts with Lieut. Palmer at the 
time of his death were his wife and 
their small daughter. His father had 
just finished a visit with his son and 
a on his way to his home in Che- 
halis when the accident occurred, Other 
survivors include three sisters and a 
brother. 

KING SOLOMON POTTER, 78, who 
until last year operated sawmills in 
Kentueky, when he retired on account 


of failing health, died at his home near 





Hemphill, Ky., on July 24. 

HENRY EDWARD PRIES, 50, sales 
manager for the Mount Whitney Lum- 
ber Co. of Los Angeles, died at his 
Beverly Hills, Calif., home on June 29. 
He is survived by the widow. 

WALTER IRWIN PROUTY, 59, vice 
president and one of the founders of 


the Prouty Lumber & Box Co., Warren- 
ton, Ore., died suddenly on July 19 of 


a heart attack. He had been active in 
civic affairs. He is survived by his 
widow, a daughter, two sons, three 
grandchildren, three sisters, and one 


brother, Emery S. Prouty, now of Win- 


lock, Wash., who was also one of the 
organizers of the Prouty Lumber & 
Box Co. 

HOLLIS RINEHART, 71, part owner 
of the Barnes Lumber Corp., Charlottes- 
ville, Va., died of a heart attack July 
12 at his home near there. Despite a 
heart ailment from which he suffered 


for several years, he had continued ac- 
tive participation in business and com- 
munity affairs. He failed to rally from 
an attack he experienced on July 10. 
He was a member of the board of visi- 
tors of the University of Virginia. He 
is survived by his widow and four sons, 

W. SEAMAN, 83, founder and former 
president of the Seaman Kent Co., Ltd., 
died at his home in Toronto, Ont., re- 


cently. He had retired about ten years 
ago. 
GRANT SELSOR, 50, retail lumber 


dealer at Springfield, Mo., died suddenly 
of a heart attack in his hotel room in 
Cleveland, Ohio, on July 21; he was a 
delegate to Lions International. 


ALBERT P. TERNES, 70, president 
of the Ternes Coal & Supply Co., De- 
troit, Mich., died at his home there on 
July 27. He had been ill for seven 
years but remained active in the affairs 
of the company. He was a member of 
the Detroit Retail Lumber Dealers’ As- 
sociation. Surviving are his widow, a 
daughter, and three sons. 


EMMETT D. WALSH, SR., 75, head 
of the Walsh Lumber Co., Atlanta, Ga., 


died of a heart attack at his home 
there on July 23, following an ex- 
tended illness. He had spent twelve 


years in New Orleans exporting, whole- 
Saling, and retailing lumber; in 1925 he 
returned to his former home in Atlanta 
to continue in the lumber business. He 
was well known throughout the South- 


east and was looked upon as one of 
the best informed lumbermen in the 
Southern States. Surviving are his 
Widow, two daughters, a son, Emmett 


D. Walsh, Jr., of Atlanta, and eight 


srandchildren and eight great grand- 
children. 


AMERICAN LUMBERMAN, August 7, 





ADVERTISING 





How to Figure Costs for Advertising 
In Classified Department 


One Issue seeseeeees-30 cents a line 
Two consecutive issues ......55 cents a line 
Three consecutive issues ....75 cents a line 
Four consecutive issues ....90 cents a line 
Thirteen consecutive issues.......$2.70 a line 


Twenty-six consecutive issues ..$5.40 a line 


Remittance to accompany the or- 
der. No extra charge for copy of 
paper containing advertisement, 
Copy must be in this office on Mon- 
day prior to publication date. 

Five or six words of ordinary 
length make one line. 

Count in the signature. 
counts as two lines. 

Extra white space figured at line 
rate. 

Heading to be in bold face caps. 

One additional line of light face 
caps permitted in first 14 lines of 
copy, and in each 7 lines thereafter. 

One inch space advertisement is 
equivalent to 14 lines. 


TOO LATE TO CLASSIFY 


CARPENTERS APRONS 


Write for samples and prices. 
THE MINNESOTA SPECIALTY CO., Inc. 
Minneapolis Minn 


CASH FOR HARDBOARD 
See display ad on page 54. 
NATIONAL TILEBOARD CORPORATION 


Wanted—EMPLOYEES 
YARD SUPERINTENDENT 


For large retail lumber yard in southeastern 
Wisconsin. Must be well versed in White 
Pine, Hardwoods, Fir and Yellow Pine. Plan- 
ing Mill in connection. State qualifications, 
experience and age. 
Address ‘“G-67,” 


Heading 























American Lumberman. 





DRAFTSMAN 


First-class draftsman for Special Millwork 
Factory. Steady employment. 
Address ‘“G-73,” American Lumberman. 


WANTED 


Combination planing mill machine man with 
some knowledge of saw filing not over 40. 
One who is willing to work and learn every- 
thing pertaining to full operation, thereby 
working up to full superintendency of plant 
consisting of circular sawmill, steam dry 
kiln, planing mill with band resaw. A good 
opportunity for a gentleman. Plant is mod- 
ern and is in a southern city of over 30,000 
population. No rush to fill this job as it is 
largely a post war planning, but can start 
any time convenient. 
Address ‘‘G-33,’’ American Lumberman. 


WANTED 


Man as assistant to manager 
knowledge of manufacturing Appalachian 
hardwoods. Capable of instructing sawyers 
how to saw for grades also inspect for ship- 
ments, Position permanent for capability 
with opportunity for advancement. 

Address “G-88,’" American Lumberman. 











with some 





WANTED 


Man to sell applied roofing and sidewall 
material to farm trade in Northern Illinois 
territory. THE HUNTER CoO., 81 College 
Ave., Dixon, Ill. 





WANTED 
Experienced office manager for special mill 
and cabinet work. Must be qualified to esti- 
mate and list work from plans. 





Address ‘‘G-82,’’ American Lumberman. 


1943 


Wanted—EMPLOYEES 


YARD MANAGER 
builders supplies. 








Lumber and Take com- 


plete charge including books. Good post 
war future. Please give references, salary, 
full details first letter. JACOBS LBR, & 


SUPPLY CO., Deland, Fla. 


WANTED 
planing mill foreman and dry 
MORRISON, GROSS & COM- 
West Virginia. 


YARD MAN FOR A SECOND MAN 
In retail lumber yard. Must know how to 
wait on trade and figure lumber. Good op- 
portunity for advancement. 
Address ‘‘H-37,"’ American Lumberman. 








Combination 
kiln operator, 
PANY, Erwin, 











PURCHASING AGENT 
For line yard company with headquarters in 


city. Must be thoroughly familiar with re- 
tail lumber yard requirements and capable 
of buying all materials for over twenty 


yards, State age, experience, whether mar- 
ried or single, and salary expected. Must 
furnish references, 

Address ‘‘H-41,’”" American Lumberman. 


Wanted—EMPLOYMENT 


LUMBER BUYER 
Let me place your lumber orders. Thor- 
oughly experienced. Cover Louisiana and 

















Mississippi. Reasonable fees. S. DAU- 
TERIVE, P. O. Box 292, Alexandria 2, 
Louisiana, 

RETAIL MANAGER DESIRES CHANGE 
Age 46. Married. Protestant. 24 years prac- 
tical experience. Thorough knowledge buy- 
ing, selling, estimating and bookkeeping. 
Illinois prefered. 

Address ‘‘G-93,’’ American Lumberman, 





ACCOUNTANT-OFFICE MANAGER 
Personnel, Export knowledge and other wide 
experience, available for position about Au- 
gust Ist. Minimum salary $3000.00. 

Address “‘H-30," American Lumberman. 


POSITION WANTED 
As manager of well established retail yard. 
Splendid knowledge of every phase of retail 
lumbering. Not afraid of hard work, sin- 
cere, dependable, Christian character. Desire 
permanent connection with firm of unques- 
tionable reputation. Excellent references. 
East coast location preferred. 
Address ‘‘H-27,”” American Lumberman. 








INSPECTOR & SHIPPING 
Will travel anywhere as shipper and 
sector. All species. Single, deferred, 
total, bondable. 

Address ‘‘H-25,” 


GRADER 
in- 
tee- 


American Lumberman. 


EXECUTIVE 
First-class Mill Supt., Production Manager, 
Purchasing Agent, age 43, wants responsible 
position, New England states or anywhere. 
Excellent record, 27 years with first and only 
employer. Familiar all phases lumber in- 
cluding experience with aircraft spars. 
Address ‘‘H-35,’’ American Lumberman. 


EXPERIENCED LUMBERMAN 
Desires permanent connection in executive 
capacity. Age 42; college education; 25 
years experience in practically every branch; 
majority in sales end. Have large indus- 
trial clientele in Chicago area. 

Address ‘“‘H-38,’’ American Lumberman. 


WANTED 
Position as lumber yard manager. 
experience in every phase of the business 
including coal, planing mill, ete. 43 years 
old. Protestant. Can give the best of ref- 
erences. Prefer southern Michigan. 
Address ‘‘H-43,’’ American Lumberman. 


ACCOUNTANT-BOOKKEEPER 
Wants permanent position. Experienced in 
Auditing, Office management, credits, taxes. 
Age 38; married; 3-A—likely exempt. Pres- 
ent salary $175.00 in small city. Prefer loca- 
tion north of Ohio-Missouri rivers. 

Address ‘‘H-42,’’ American Lumberman. 


POSITION AS RETAIL YARD MGR. 
Wanted by capable lumberman with 20 yrs. 
experience in large yard. Age 41. Advise 
fully and in confidence what you have. 

Address “H-40,” American Lumberman. 


Wanted— 
BUSINESS OPPORTUNITIES 


PURCHASE OR LEASE 
Wanted to purchase one-half interest, or 
lease outright, company store by party thor- 
oughly familiar with modern merchandising. 
Address ‘“‘H-28,’’ American Lumberman. 


Wanted—RETAIL LBR. YARDS 


LUMBER YARD WANTED 
In Iowa or Illinois. Correspondence strictly 
confidential, 
Address ‘‘G-70,” 











22 years 
































American Lumberman. 
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Wanted—MISCELLANEOUS 


For Sale — TRANSIT SERVICES 


For Sale — LBR. & DIMENSION 








RAILS WANTED 
Principally 16-20-25-30 Ib. 
HE W. H. DYER CO. 
Fullerton Bldg., St. Louis, Mo. 


RAILS: ANY SIZE OR QUANTITY 
Particularly 20 lb. 25 Ib. 30 Ib. 35 Ib, & 40 Ib. 
Secure our price before selling. 
MIDWEST STEEL CORP., 

Charleston, W. Va. 





TRANSIT MILLING 
Pine and Hardwood—Three Trunk Lines— 
GM&O, Southern, Illinois Central 
Telephone 722 
CORINTH PLANING MILL COMPANY 
Corinth, Mississippi 


KILN DRYING IN TRANSIT 
Wanted kiln drying but cannot do millwork. 
E. L. BRUCE CO., Reed City, Mich. 











WANTED TO BUY 
30 single double deck camp bunks, new or 
used. NEWBERRY LUMBER & CHEMICAL 
CO., Newberry, Michigan. 


For Sale 
TIMBER & TIMBER LAND 





WANTED TO BUY 
fabrics—tapestries, velours, da- 
masks, ete. from plants which have discon- 
tinued business or from excess inventories. 
Will buy entire stocks. Wire or write MUR- 
PHY CHAIR COMPANY, INC., Owensboro, 
Kentucky. 


-Wanted—LBR. & DIMENSION 


Upholstery 








FOR SALE 
first-class hardwood 
Mo. Never cut 
BROS., 6053 


Mor- 
Cash. 
Chi- 


timber 
over, 
Kimbark Ave., 


175 acres 
gan 6. 
FRISCH 
cago, Il. 

APPALACHIAN HARDWOOD TIMBER 
See “H-44" under For Sale—Business Oppor- 
tunities. 











WANTED %& 
No. 2 Com. & Btr. Sycamore, Beech or 
Tupelo in straight or mixed cars. Give 
amount of No. 2 Com. J. P. DODGE AND 
SON, Ashtabula, O. 


WANTED 
200 M ft. each 5/4” & 8/4” Nos. 1, 2 and 3 
com hard maple. 
100 M ft. No. 2 common and better 5%” beech. 
High priority ratings and prompt shipment. 
Address “‘G-90,"", American Lumberman. 


LUMBER WANTED 
Zastern White Pine (Pinus Strobus) 1x4” to 
2”, No. 2 & 3 Com. S4S: also W.P. 1x4 to 
2” in log run, M.C.O. S4S; also Norway 
x4 to 12” No. 2 Com. (So. grade) S4S; also 
femlock 1x4 to 12” No. 1 Framing Grade 
S2S; also Hemlock 2x4 to 12” No. 1 Framing 
Grade S4S. State quantity. Representative 
will call, take up, pay cash, if 2 cars or 
more. AAl, 2? & 3 ratings. HOG ISLAND 
LBR. CO., Philadelphia, Pa. 








E 
1 
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WANTED 
Large quantities of 1 or 3/16 plywood that 
would cut 4's x 415 squares without waste 
stock. Must be G1S 


Address American Lumberman. 


“G-9$2,”° 





WANTED 
Panels, crating, core stock, casket, furniture 
and construction lumber AD or KD, Reh. or 
Surfaced. What have you? Wire collect. 
PAUL B. BERRY, Grand Rapids, Mich. 





HARD MAPLE 
feet per month 
D€ and 4/4 ch 
IRWIN 


‘lvani 


WANTED FOR CASH 
‘arload of odds and rejects in moldings and 


WANTED 

each 6/4 and 8/4. 
erry. High priority 
LUMBER CO., Gar- 


a 





BISSELL WRECKING CoO. 
. Grand aAve., Elmwood Park, IIl. 
Phone: Elmwood Park 1138 


SQUARES AND DOWELS 
About 200,000 lineal ft. birch and 
+” and 1” squares or %” dowels. State 
quantity. length, price and delivery. ED- 
WARD M. HENSLEY, 549 W. Randolph St., 


Chicago, Illinois. 
Wanted—USED MACHINERY 


WANTED TO BUY 
20 to 30 Ton Locomotive Crane. 
10 to 20 Ton Gas Locomotive. 
1,000 GPM Underwriters Fire Pump. 
15,000 to 20,000 Gal. Oil Tank. 
2—50,000 to 100,000 Gal. Tanks on Towers. 
THE DARIEN CORPORATION 
49 East 4ist St., New York, N. Y. 


BOXBOARD MACHINERY WANTED 
We are in the market for nailing machines 
open and closed back anywhere from two to 
eighteen track. Also interested in Mereen 
Johnson or Morgan Matchers. Edge Trim- 
mers, Squeezers and Band Resaws, and any 
other box equipment used in box working 
factories. 

Address 





maple 

















“E-78"", American Lumberman. 


WANTED 
Machine box making 
ig table saw, late model 
or Planer and Matcher, ball or roller 
ng, and Power Glue press about 
DAKOTA SASH & DOOR COMPANY, 


berdeen, South Dakota. 


WANTED 

1 Automatic Wood Turning Lathe for mak- 
ing handles (wood); same to be 1%” in 
diameter and 36” in length, to have a slight 
and a knob at the end of handle. 
Automatic Wood Turning Lathe to turn 8” 
round roller, same to be 42” in length. 
Resaw Machine either band or circular. 
Vhen answering please give size, condition, 
price and any other further information. 
Address “G-84,"" American Lumberman. 
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machines, 
double sur- 


late 





swell 





For Sale—BUSINESS 
OPPORTUNITIES 


FOR SALE OR LEASE 
Woodworking facilities in central Indiana 
town. Available labor and materials. 

Address “H-36,"" American Lumberman. 











FOR SALE 


Concentration and retail yard located out- 
side limits of city of 28,000 population and 
within 25 miles of another city of 180,000 
population. 


The property consists of 16 acres on main 
arterial north and south highway. Main 
lines of A.C.L. and S.A.L. railroads are prop- 

line boundaries of half the property. 
A.C.L. R.R. siding serves the planing 
mill and the retail sheds, 
office 


Planing mill, yard and 


mailed upon request. 


inventory 


Dry Kiln with Moore 


culation fan 


equipped 
system. 


cross-cir- 


Standing timber available. <A 
ber of portable mills 
short trucking distance. 


large num- 
in operation within 


Situated at northern end of two 
North trunk railroads makes it good 
tion for including remilling in transit 
ices, 


South- 
loca- 
serv- 


For retail sales, 
were built. 


two vears ago two sheds 
There is also a coal scales. 


Owner not a manufacturer or retailer and 
located 600 miles away. 
“H-32,” 


Address American Lumberman. 


OAK AND GUM FOR SALE 
4/4 Oak and Gum 8’ long, green or dry. 
ELLIOTT LUMBER CoO., Pine Bluff, Ark. 


GEFTAX WAREHOUSE COMPANY 
Domestic & Foreign Shippers 
of Fir Lumber 
3530 Stoneway, Seattle, Washington 


FOR SALE 
Approximately 1300 pes. 14%” full diameter 
x8’ Clear Hickory Poles, smoothly turned 
with square cut ends. ARLINGTON LUM- 
BER CoO., Arlington, New Jersey. 


PINE SHORTS FOR SALE 
Dimension and Boards 1’-6’, straight or 
mixed cars. ELLIOTT LUMBER CO., Pine 
Bluff, Arkansas. 


FOR SALE 

Large quantity 1/32, 1/24, 1/20 Veneer. Vari- 
ous species, with complete veneer and ply- 
wood equip. Will consider making plywood 
or laminated spec. to order from large stock 
on hand before selling equip. 
Address “H-26,’" American 


‘OR SALE 

Common & Better Walnut 
Common & Better Walnut 
Common & Better Walnut 
Common & Better Walnut 
Common & Better Walnut 
, Common & Better Walnut 
good lengths and thoroughly 














Lumberman. 





8,000’ 4/4 No. ! 
12,000’ 5/4 
12,000’ 6/4 
7.000’ 8/4 
1,500’ 12/4 
1,000’ 16/4 
Good widths, 
AD 


Address “H-31,."" American Lumberman. 


FOR SALE 

Western Pine manufacturer has available in 
Ponderosa Pine considerable capacity box 
shooks, either in blank form or completely 
machined. Prefer to produce shooks for 
M-1 Munitions Boxes, but will consider blue 
prints and specifications on any shook or 
crate. 

Address 





"55 -29,"" Lumberman. 
FOR SALE 

5 cars 2x4”, 6”, 8”, 10” and 12” No. 2 Com. 
& Btr. Soft Hardwood Construction Dimen- 
sion, S4S to YP Std., mostly Gum, DIPPED, 
end trimmed, heavy 6 and 8”. 

Also want cutting orders for 2”, 214” and 
3”x4, 6, 8, 10 and 12” Sound Square Edge 
Oak or soft Hardwoods, green. 

CANTHOOK LUMBER COMPANY 
723 Chestnut St., St. Louis, Missouri 


BOX SHOOKS, CRATES & LUMBER 
Manufacturer with Sawmill and well 
equipped Box Factory solicits inquiries and 
specifications from industries for box 
shooks, crates and lumber. 

Address ‘“H-39,’’ American Lumberman. 


American 











PLYWOOD FOR SALE : 
Approximately 200,000 sa. ft. of Fir Piy- 
wood Sheathing G1S 5/16” 4x6 to 4x10, pri- 
ority requirement AA2X or better. 

SAM SPERLING & CO. 

P. O. Box 1809, Norfolk, Va. 


For Sale—RETAIL LBR. YARDS 











FOR SALE BY OWNERS 
Approximately fifteen million feet 
very fine Avpalachian Hardwood tim- 
ber located in eastern Kentucky. 
There is a 6’ Band Mill installed on 
the property, which will sell or lease 
with the timber. A splendid business 
opportunity for someone. 
Address ‘‘H-44"’ 
American Lumberman 


SO. CALIFORNIA LUMBER YDS. 
Advise amount investment wanted. TWOHY 
LUMBER CO., Pet. Sec. Bldg., Los Angeles. 
Lumber Yard Brokers for over a quarter of 
a Century. 


RETAIL LUMBER AND COAL YARD © 
In northern Illinois, located on private rail- 
road switch. Includes monorail. coal stor- 
age of 1000 tons, also batching hopper and 
storage bin for hard materials, etc. Owners 
have other interests. 

Address “H-34,” American Lumberman. — 








LUMBER-FUEL-FEED-GRAIN 
In wealthy farming and lake region in 
southeastern Wisconsin. All buildings are 
modern and good repair. Old established, 
fully equipped lumber yard, coal yard, grain 
elevator and ground feed _ business. Will 
sacrifice for quick sale. Owner retiring. 
Address ‘‘H-45,’"" American Lumberman. 


BUSINESS 





For Sale—MISCELLANEOUS | 


SPECIAL 

80 

Heavy Duty Used Cast 

LOGGING RACKS 

For Railroad cars or storage 
No priority required. 

Sketch gladly furnished. 

IRON & STEEL PRODUCTS, 
13424 S. Brainard Ave. 
Chicago 33, Illinois 


“For Sale—LBR. & DIMENSION 


WANTED—CUTTING ORDERS 
For Sound Square Edged Rough Oak Tim- 
bers, Dimension, Car Blocking, etc. 
GEO. C. GRIFFITH STAVE CO. 
1824 N. Weller Ave., Springfield, Mo. 











OFFER 


Steel 


bins. 


INC. 














August 7, 





SOUTHERN ILLINOIS RETAIL YARD 


few miles 
Large 


In heart of rich orchard section, 
from oil fields and ordnance plant. 
double deck main shed with full length 
covered porch, all capable of storing 250M 
ft. Also good sash and door and cement 
house. 2 sand and gravel pits; 2 driveways. 
Corner lot 100x110. Approx. 50M ft. high 
grade Yellow Pine on hand and several cars 
bought for prompt shipment. Cash and 
carry saJes largely from an orchard trade. 
Owner compelled to retire account age. Good 
proposition; small investment. 


Address ‘‘H-33," American Lumberman. 





FOR SALE 
Complete Building Material and Lumber 
Yard in a defense area on the main street 
in a city of over 100,000. Must sell at once 
due to other business and sons in the army- 
H. M. CRANE, 1320 Bellemeade Avenue, 
Evansville, Indiana. 


FOR SALE = 

Retail yard in a one-vard town in So. Wis. 

Rich dairy country with big farmer trade in 

lumber, coal & feed. Owner retiring account 

of age and temporary lack of experienced 
help. For particulars, 

Address ‘‘H-46,"" American 





Lumberman. 
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